\0\AO(a/Z'i  y^/'\ 


/ 


New  and 
Improved! 

ANCOC 
— page  6 


N AL-NO  V 93 


DEPARTMENT  OF  THE  ARMY 
OFFICE  OF  THE  DEPUTY  CHIEF  OF  STAFF  FOR  PERSONNEL 
WASHINGTON,  DC  20310-0300 


REPLY  TO 
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DAPE-ZA 


28  September  1993 


TO  THE  SOLDIERS  AND  CIVILIANS  OF  USAREC 
SUBJECT:  The  FY94  Recruiting  Challenge 


My  congratulations  on  another  outstanding  year  for  quality  recruiting  with 
integrity.  You  have  again  exceeded  the  mission  given  to  you  in  both  quantity  and 
quality,  and  have  produced  the  third  best  year  in  USAREC's  history.  You  are 
doing  things  I didn't  think  were  even  possible  when  I was  first  handed  a Mission 
Box  in  1985. 

You  are  entering  a new  fiscal  year  in  fairly  good  shape,  with  almost  a third 
of  the  mission  already  in  DEP.  Some  of  the  concerns  you  may  have  read  that  I 
expressed  earlier  in  the  year  in  Congressional  testimony  have  not  come  true. 
Congress  has  been  very  supportive  of  our  FY94  recruiting  budget  request- 
including  increased  advertising. 

So  I have  a challenge  for  you. 

-*  Let  me  do  the  "hand-wringing;"  not  you! 

— ► Mission  Box;  with  Integrity! 

-*■  Move  out  and  draw  fire! 


Thomas  P.  Carney 
Lieutenant  General,  17  S /Army 
Deputy  Chief  of  Staflvfor  Personnel 
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Oops!  Our  apologies  to  Rodney  Prickett,  Fort  Knox  TASC 
photographer,  whose  name  was  misspelled  in  last  month’s 


issue. 


News  Briefs 


Police  your 
paychecks 

M Several  pay  issues  have  come 
to  the  attention  of  Pentagon 
finance  officials  that  they  warn 
“can  cause  financial  hardships 
for  soldiers,”  namely,  underpay- 
ments and  overpayments  of 
which  many  soldiers  are  un- 
aware. 

Officials  said  that,  in  most 
cases,  soldiers  will  bring  under- 
payment problems  to  the  atten- 
tion of  appropriate  officials.  But 
when  the  problem  is  one  of  over- 
payment it  often  goes  un- 
noticed, or  soldiers  may  not  be 
aware  they  are  required  to 
report  overpayments  to  proper 
authorities. 

However,  the  responsibility 
for  receiving  correct  pay  and  al- 
lowances lies  ultimately  with 
the  individual  soldier,  officials 
said. 

“Soldiers  who  falsely  repre- 
sent that  they  are  entitled  to 
pay,  allowances  or  other  money 
from  the  government ...  and 
who  then  conceal  such  receipt 
from  the  government  subject 
themselves  to  possible  ad- 
ministrative and  punitive  ac- 
tion.” 

Commanders  are  also  “key 
players”  in  ensuring  soldiers  col- 
lect the  correct  entitlements,  of- 
ficials said. 

A tool  that  gives  commanders 
control  in  the  management  of 
their  soldiers’  pay  accounts  is 
the  Unit  Commander’s  Finance 
Report,  which  matches  up  a 
unit’s  soldiers  with  the  pay  and 
allowances  they  receive.  The 
report  is  distributed  by  local 
finance  and  accounting  offices 
or  defense  accounting  offices, 
along  with  end-of-month  leave 
and  earnings  statements. 

Also,  officials  urge  that  “com- 
manders need  to  determine  the 
status  of  soldiers  in  cases  where 
the  (leave  and  earnings  state- 
ments) are  being  returned  as 


not  assigned  to  the  unit  or  not 
available  to  accept  the  LES.” 

Officials  said  detailed  instruc- 
tions on  the  use  of  the  UCFR 
are  being  published  by  the 
Defense  Finance  and  Account- 
ing Service  - Indianapolis  Cen- 
ter, and  that  the  instructions 
will  be  distributed  to  com- 
manders. 

Commanders  who  are  not 
receiving  the  monthly  report,  or 
who  need  assistance  in  its  inter- 
pretation should  contact  their 
local  finance  and  accounting  of- 
fice or  defense  accounting  office. 
Army  News  Service 

Clinton  names 
West  as  Army 
secretary , Reeder 
as  under  secretary 

■ President  Bill  Clinton  an- 
nounced his  intent  to  nominate 
Togo  Dennis  West  Jr.,  a veteran 
of  the  Defense  Department  and 
a former  Army  officer,  as 
secretary  of  the  Army,  Sept.  17. 

Also  named  was  Clinton’s 
choice  for  under  secretary  of  the 
Army,  Joseph  R.  Reeder. 

“I  am  pleased  today  to  an- 
nounce my  nomination  of  Togo 
West  as  our  new  secretary  of 
the  Army,”  Clinton  said.  He 
described  West  as  “ ...  a 
seasoned  veteran  of  the  Defense 
Department  who  knows 
firsthand  the  challenges  facing 
our  fighting  men  and  women.” 

West  served  as  associate 
deputy  attorney  general  of  the 
Justice  Department  in  the  Ford 
Administration.  His  first  major 
military  post  was  as  the  Navy 
Department  general  counsel, 
and  he  later  went  on  to  serve  as 
special  assistant  to  the 
secretary  and  deputy  secretary 
of  defense.  President  Carter  ap- 
pointed him  Defense  Depart- 
ment general  counsel  in  1980. 

He  served  as  a managing 


partner  of  a New  York  law  firm 
until  1990.  He  then  joined 
Northrop  Corporation,  where  he  is 
currently  the  senior  vice  president 
in  charge  of  government  relations. 

Born  June  21,  1942,  in  Winston- 
Salem,  N.C.,  he  earned  a 
bachelor’s  degree  in  electrical  en- 
gineering and  a juris  doctor  de- 
gree, both  from  Howard  University. 

West  is  a member  of  the  World 
Affairs  Council  and  Atlantic  Coun- 
cil board  of  directors.  He  is  a mem- 
ber of  the  National  Advisory 
Committee  of  the  United  Nations 
Association  of  the  United  States  of 
America,  and  has  been  a member 
of  the  Council  on  Foreign  Relations. 

His  military  awards  include  the 
Legion  of  Merit  and  Meritorious 
Service  Medal.  His  public  service 
has  earned  him  the  Defense  Medal 
for  Distinguished  Service. 

West  is  married  to  the  former 
Gail  Berry,  an  attorney,  who  at 
one  time  served  as  deputy  assis- 
tant secretary  of  the  Air  Force.  The 
couple  has  two  daughters. 

Reeder  is  a former  defense  attor- 
ney for  the  Army,  who  has  served 
with  a Washington  law  firm  since 
1979.  He  also  served  as  a Texas 
law  clerk,  and  later  as  a trial  attor- 
ney for  the  Pentagon. 

Reeder  graduated  from  West 
Point  in  1970,  and  earned  a juris 
doctor  degree  from  the  University 
of  Texas  at  Austin.  He  earned  his 
master  of  laws  degree  from  Geor- 
getown University. 

Reeder  served  in  the  82nd  Air- 
borne Division,  Fort  Bragg,  N.C. 

He  attended  the  Airborne  and 
Ranger  schools  and  the  Artillery 
Basic  Course.  He  is  an  honor 
graduate  of  the  Judge  Advocate 
General  Corps  School,  and  he  com- 
pleted the  JAGC  Advanced  Course 
in  1984. 

Reeder  is  married  to  Katharine 
R.  Boyce,  also  an  attorney.  The 
couple  has  four  children. 

Army  News  Service 
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Officer-outs  fall 
short , call  goes 
out  for  voluntary 
retirements 

■ A shortfall  of  officers  who 
opted  for  voluntary  retirement 
will  increase  from  300  to  850 
the  number  of  officers  who  will 
be  retired  under  the  fiscal  1994 
Selective  Early  Retirement 
Boards,  personnel  officials  said. 

An  additional  100  colonels, 
410  lieutenant  colonels  and  40 
majors  Army-wide  will  have 
until  Oct.  19  to  voluntarily 
retire,  or  they  will  be  selectively 
retired,  officials  said. 

This  shortfall  has  sparked  a 
call  by  personnel  officials  for  of- 
ficers in  the  zone  for  SERB  con- 
sideration to  reevaluate  their 
decisions  regarding  voluntary 
retirement  and  the  SERB,  and 
to  discuss  those  decisions  with 
their  career  managers. 

“Officers  are  reminded  the 
SERB  has  access  to  the 
restricted  [portion  of  the  person- 
nel] microfiche,  which  may  ob- 
tain unfavorable  information,” 
officials  said. 

Army  News  Service 

New  military  ID 
card  enters  test- 
ing phase 

■ The  familiar  armed  forces 
identification  cards  issued  to  ac- 
tive-duty soldiers,  members  of 
the  Reserve  components, 
defense  civilians,  retirees  and 
family  members  are  becoming  a 
thing  of  the  past. 

A three-month  test  phase  of 
the  “automated  ID  card”  in  all 
services  began  Oct.  1,  according 
to  personnel  officials.  The  Army 
test  site  is  Fort  Belvoir,  Va., 
with  full  production  scheduled 
for  January,  1994. 

The  new  ID  is  printed  on 
colored,  plastic-coated  card 


stock  with  a tamper-proof 
laminate.  It  is  noticeably 
smaller  — the  size  of  a credit 
card  — and  contains  a black 
and  white  digitized  photo  mug- 
shot  of  the  cardholder  printed 
on  the  card  stock.  No  name 
board  is  used  in  the  photo,  and 
all  information,  emblems  and 
boxes  are  laser  printed. 

The  new  card  contains  two 
bar  codes  on  the  reverse.  A 
“code  39"  bar  code  identifies 
cardholders  linked  to  a central 
database,  and  can  determine  if 
the  card  is  valid.  The  second,  a 
“two-dimensional  personal  data 
file  417”  bar  code,  contains  all 
the  information  printed  on  the 
card. 

For  active-duty  and  Reserve 
personnel,  the  new  ID  card  will 
continue  to  serve  as  a Geneva 
Convention  card.  They  will  be 
issued  as  the  old  cards  are 
replaced  through  attrition. 

Installation  commanders, 
hospital  and  dental  comanders, 


exchange  and  commissary 
managers,  provost  marshall  of- 
ficers and  all  other  facility 
managers  will  be  made  aware 
of  the  change,  so  their 
employees  will  recognize  and  ac- 
cept the  cards,  officials  said. 

Officials  estimate  it  will  take 
several  years  to  replace  the 
more  than  15  million  ID  cards 
in  circulation. 

Army  News  Service 


‘NCOES-conditionaV  promotions 

■ Policy  linking  attendance  at  non-commissioned  officer  education 
system  schools  to  promotion  to  the  ranks  of  sergeant  first  class  and 
sergeant  major  has  been  modified,  according  to  personnel  officials. 

Soldiers  who  have  not  completed  the  sergeants  major  course  or  ad- 
vanced noncommissioned  officer  course  through  no  fault  of  their  own 
will  not  be  penalized  by  withholding  their  promotion  to  sergeant 
first  class  or  sergeant  major,  officials  said.  However,  soldiers  who 
have  previously  failed  either  course  are  not  eligible  for  a conditional 
promotion. 

Not  all  eligible  NCOs  were  able  to  complete  the  level  of  NCOES 
schooling  required  for  promotion  because  of  resource  and  training 
constraints  in  fiscal  1993,  officials  said.  Earlier  policy  stated  that 
after  Oct.  1,  1993,  promotions  for  otherwise-eligible  staff  sergeants 
and  master  sergeants  would  be  held  in  abeyance  until  soldiers  com- 
pleted the  required  NCOES  courses. 

The  conditional  promotion  will  be  revoked  if  those  NCOs  are  later 
denied  enrollment,  become  academic  failures,  fail  to  meet  graduation 
requirements,  become  “no-shows”  for  schooling,  or  fail  to  attend 
schooling  during  the  fiscal  year  for  which  they  are  selected,  officials 
said. 

Promotion  requirements  for  the  basic  noncommissioned  officer 
course  and  primary  leadership  development  course  will  remain  un- 
changed, officials  said. 

Army  News  Service 
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Positive  mental  attitude 

ivelop  yourself 


There  comes  a time  in  everyone’s  life  when 
the  question  arises,  “Am  I the  best  I can 
be?”  No  one  can  answer  this  question  except 
you.  You  are  the  authority  on  your  thoughts, 
emotions  and  feelings.  Recruiters  are 
employed  in  one  of  the  most  demanding  jobs 
the  Army  has  to  offer,  a life  which  taxes  even 
the  toughest  personality.  We  will  address 
how  to  develop  and  maintain  a positive  men- 
tal attitude  which  will  assist  you  in  recruit- 
ing, and  in  life. 

According  to  Lee  DuBois  in  Selling  Tech- 
niques, a positive  mental  attitude  consists  of 
enthusiasm  and  confidence.  Confidence  in 
your  ability  to  do  the  job  well 
results  in  a positive  mental  at- 
titude. First,  we  will  examine 
the  enthusiasm  factor  and  its 
effect  on  the  positive  attitude. 

Enthusiasm  is  best 
described  as  one’s  eagerness 
or  energy  involving  a par- 
ticular matter.  You  may 
possess  a different  level  of 
enthusiasm  for  your  job  than 
your  fellow  co-worker.  You 
must  examine  the  effect  that 
your  specific  level  of  en- 
thusiasm has  in  your  day  to 
day  performance.  How  does  this  factor  in- 
fluence your  approach  to  the  different  re- 
quirements you  must  accomplish  to  be 
considered  successful?  Is  your  enthusiasm 
tied  solely  to  whether  you  make  mission  or 
not? 

These  questions  along  with  many,  many 
others  guide  your  everyday  mindset  on  what 


you  do.  Consider  this:  If  your  enthusiasm 
level  is  elevated  while  conducting  an  inter- 
view, wouldn’t  this  positive  energy  carry  over 
to  your  applicant,  motivating  him  in  a posi- 
tive direction  enlistment? 

Knowing  that  enthusiasm  comes  from 
within  yourself,  what  causes  the  positive  ef- 
fects regarding  recruiting?  First,  you  must 
know  your  product.  Any  type  of  sales  instruc- 
tion will  stress  the  importance  of  product 
knowledge.  Your  knowledge  of  the  programs, 
with  associated  options  and  benefits,  must 
be  strong. 

You  should  also  be  aware  of  your  competi- 
tion (other  services,  colleges, 
vo-techs)  and  the  programs 
they  have  to  offer.  If  you 
know  your  product,  this  con- 
fidence will  carry  over  to 
those  that  you  are  talking  to. 
Product  knowledge  in  itself 
will  leave  the  impression  that 
you  are  definitely  a reputable 
source  of  information.  People 
who  believe  that  the  salesper- 
son with  whom  they  are  deal- 
ing with  is  forthright  and 
knowledgeable  tend  to  trust 
that  salesperson.  This  is  a 
credibility  factor  which,  combined  with  other 
factors,  will  ultimately  lead  to  a successful 
sale. 

Secondly  comes  an  important  question.  Do 
you  believe  that  an  enlistment  in  the  Army 
will  truly  benefit  your  applicant?  This  ques- 
tion has  many  obvious  overtones.  What  you 
really  are  asking  yourself  is:  Are  you  truly  in- 


Do  you 

believe  that  an 
enlistment  in 
the  Army  will 
truly  benefit 
your  applicant? 
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terested  in  the  applicant?  The  truth  is,  your 
sale  of  the  applicant  can  in  no  way  determine 
his  final  outcome  in  life.  What  you  are  doing 
is  providing  an  avenue  in  which  people  can 
travel  on  toward  success.  Your  input  is  to  be 
the  honest  broker.  Your  knowledge  of  the  in- 
tricacies of  the  Army  will  assist  this  person 
in  his  decision.  Your  belief  is  focused  on 
steering  the  person  in  the  right  direction,  for 
himself,  as  well  as  the  Army.  If  you  appear  to 
be  truly  thoughtful  of  your  applicant’s  wants 
and  desires,  you  will  have  added  another 
level  of  trust  to  your  sales  message. 

Confidence  is  the  second  factor  of  the  pos- 
itive mental  attitude.  The  Webster’s  dictio- 
nary definition  of  confidence  is  “trust  and 
faith.”  Having  confidence  in  yourself  and 
what  you  do  means  you  must  trust  in  your 
own  abilities  and  have  faith  in  your  ability  to 
make  the  right  choice.  There  are  two  sub- 
factors that  together  comprise  confidence. 
They  are  technique  and  self-analysis. 

Technique  can  be  described  as  knowing 
how  to  use  your  skills  and  accomplishing  the 
task  at  hand.  Using  the  appropriate  sales 
style  or  determining  what  type  of  close  to  use 
are  examples  of  technique.  Every  recruiter 
has  a different  technique.  Listen  to  your  fel- 
low recruiter;  his  or  her  technique  may  work 
for  you.  You  should  learn  techniques,  under- 
stand their  purpose,  and  practice  them.  Once 
you  feel  comfortable  with  a technique,  ex- 
pand to  other  types. 

It  is  said  that  a person  never  stops  learn- 
ing. This  is  true  in  sales.  By  utilizing  all  re- 
sources it  becomes  increasing  harder  to  fail 
at  a given  task.  A solid  technique  will  go  a 
long  way  toward  success. 


Self-analyze  your  performance.  You  must 
know  how  to  analyze  your  failures  and  cor- 
rect them  as  well  as  analyze  your  successes 
and  build  upon  them.  To  analyze  perfor- 
mance you  must  determine  exactly  how  well 
you  carried  out  a specific  task.  Did  you  ac- 
complish the  task  as  prescribed?  Were  the 
results  what  you  anticipated  them  to  be? 
Where  did  you  fail  and  if  so,  why?  These  are 
just  a few  examples  of  analyzing  your  perfor- 
mance. Take  positive  steps  to  correct  short- 
falls you  find.  Remind  yourself  not  to  do 
things  that  you  have  already  determined  do 
not  work.  Your  goal  should  be  to  improve 
your  performance  each  time  you  talk  to  some- 
one. 

You  must  determine  where  your  strengths 
(successes)  already  exist.  Build  on  these  be- 
cause you  know  that  they  work.  Your  ability 
to  perform  is  based  predominantly  on  how 
well  you  deliver  a particular  message.  If  you 
are  at  ease  and  confident  with  your  plan, 
your  level  of  execution  will  increase.  Do  not 
fear  what  you  do  not  understand.  People 
have  many  natural  abilities  and  when  con- 
sciously practiced,  these  abilities  will  lead  to 
the  positive  mental  attitude  that  you  seek. 

Remember  a positive  mental  attitude  is  not 
automatic;  you  must  strive  each  day  to  de- 
velop and  maintain  it.  A positive  attitude  is 
easily  lost  and  hard  to  recover.  Be  confident 
in  your  ability  and  have  faith  in  the  outcome. 
Praise  your  successes  and  correct  your  fail- 
ures. This  approach  will  improve  your  daily 
performance,  which  in  turn  will  raise  your 
positive  mental  attitude.  You  are  the  key! 

SFC  Harold  Francis,  Training  & Plans 


Training  Tip 

A positive  mental  attitude  consists  of  enthusiasm  and  confidence.  Within  each  of  these 
factors  are  two  key  items.  Enthusiasm  stems  from  excellent  product  knowledge  in  conjunction 
with  the  belief  that  you  truly  care  about  the  prospect,  not  just  the  sale.  Confidence  encom- 
passes both  a solid  technique  supported  by  self-analysis. 

Combination  of  these  factors  will  lead  to  success  which  naturally  fosters  a positive  mental 
attitude.  You  are  the  key! 
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Under  one  umbrella 


— Recruiting  courses  consolidate 


by  Vemetta  E.  Graham,  RJ  staff 


What’s  new  in  94?  Well,  come  January 
plan  to  see  an  all-new  00R  Advanced 
Non-Commissioned  Officers  Course 
(ANCOC),  as  well  as  some  curriculum  changes 
at  the  Recruiting  and  Retention  School. 

Due  to  high  per  diem  and  travel  costs, 
which  in  FY  92  was  $2  million,  along 
with  an  eroding  USAREC  budget,  the 
Recruiting  and  Retention  School  was 
challenged  to  change  their  way  of  doing 
business. 

Under  the  old  system,  a recruiter  could  con- 
ceivably return  to  the  schoolhouse  three  to 
seven  times  for  training.  Separate  courses  are 
provided  for  each  enlisted  position  within 
USAREC,  such  as  the  station  commander 
course,  guidance  counselor  course,  operations 
course,  recruiter  trainer  course,  etc.  Currently, 
ANCOC  is  eight  weeks  long.  The  core  (five 
weeks)  includes  basic  soldiering  skills  and  the 
track  (three  weeks)  consists  of  station  com- 
mander training. 

But  all  that’s  about  to  change.  For  starters, 
ANCOC  will  now  be  1 1 weeks  long.  The  core 
will  remain  the  same,  but  the  track  (now  six 
weeks)  has  been  dramatically  revamped.  The 
track  will  be  broken  down  into  four  phases, 
consisting  of: 

Leadership  phase  (two  weeks) 

■ production  management 
■ human  effectiveness 

■ applying  leadership  skills  in  the  recruiting  envi- 
ronment 


advanced  sales  exercise 

Training  phase  (one  week) 

■ assessing  training  needs 
i HOPOT 
l planning  training 
l evaluating  training 
i DEP/DTP  program  effectiveness 

Guidance  counselor  phase 
(two  weeks) 

■ enlistment  eligibility 

■ interview/MEPS  operations/options 

■ quality  control 

■ educational  programs 

■ ENTNAC  management 

■ ARADS  request  and  usage 

Operations  phase  (one  week) 

■ battalion  operations  functions 

■ production  report  analysis 

■ incentive  awards 

■ waivers 

■ ESD 

Each  phase  is  PE-based,  hands-on  training. 
Students  are  exposed  to  all  facets  of  00R/E/40 
responsibilities  in  one  shot  and  will  no  longer 
need  to  make  repetitive  trips  to  the  school- 
house. 

Some  of  you  are  probably  asking,  “What  if 
I’m  not  picked  up  for  ANCOC,  but  I still  want  to 
attend  the  operations  course?” 

Well,  the  schoolhouse  kept  all  you  enterpris- 
ing, eager  recruiters  in  mind  when  developing 
this  new  system. 
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There  will  be  seats  set  aside  for  recruiters 
not  attending  ANCOC,  but  desiring  to  take  a 
phase  or  all  phases  given  during  the  track.  The 
new  course  attendance  policy  contains  all  the 
details. 

Although  the  new  track  provides  information 
on  guidance  counselor  duties,  it  will  not  qualify 
a recruiter  to  become  a guidance  counselor.  Re- 
cruiters need  to  complete  a two-week  guidance 
counselor  course  to  receive  the  V7  identifier. 

The  guidance  and  nurse  courses  have  also 
been  restructured.  They  now  consist  of  a battal- 
ion-administered, non-resident  phase,  and  a 
resident  phase.  Upon  arrival  at  the  school- 
house,  students  will  be  tested  on  course  mate- 
rial from  the  non-resident  phase.  Students  are 
reminded  of  the  requirement  to  meet 
height/weight  standards  and  cannot  attend 
any  resident  training  while  on  temporary  medi- 
cal profile. 

Correspondence  courses  will  also  be  used  as 
a way  to  enhance  skills  for  senior  NCOs.  Three 
courses  will  be  provided  through  correspon- 
dence — senior  guidance,  master  trainer,  and 


senior  operations  NCO.  These  courses  will  elim- 
inate subsequent  resident  training,  heighten 
lessons  learned  at  the  schoolhouse,  and  are 
available  to  any  recruiter. 

With  all  the  new  changes  coming  out  of  the 
schoolhouse  in  94,  there  are  many  benefits  to 
be  had.  Very  importantly,  since  the  school- 
house  was  able  to  consolidate  courses  under 
ANCOC,  the  obligation  of  funding  is  now  placed 
under  the  Department  of  the  Army,  which  re- 
lieves a great  financial  burden  from  USAREC. 

Logically,  the  changes  will  save  time  and  re- 
sources. Recruiters  will  take  one  trip  as  op- 
posed to  several  trips  to  the  school  for 
training;  sporadic  interruptions  of  mission  re- 
sponsibilities is  a thing  of  the  past. 

SGM  Joseph  G.  Gamer  of  the  Recruiting  and 
Retention  School,  commented,  “This  will  make 
for  a more  well-rounded  soldier,  better  pre- 
pared for  all  aspects  of  recruiting.” 

But  most  of  all,  the  schoolhouse  is  maintain- 
ing high  standards  and  continuing  dedication 
to  help  recruiters  be  all  they  can  be. 


IF  YOU  ARE: 

selected  to  receive 
station  wmrrarnter 
training,  you  will: 

selected  to  receive 
master  or  senior 
trainer  (MT/ST) . vou 
will: 

selected  to  receive 
operations  NCO 
training,  you  will: 

selected  to  receive 
quitlanci.£Qari§e!Qr, 
you  will: 

selected  to  receive 
nurse  recruiter  train- 
ing,  you  will: 

selected  to  attend 
recruiting  ANCOC. 
you  will: 

Detailed  Recruiter 

attend  leadership 
and  training  phases 
of  ANCOC  track  (3 
weeks) 

attend  leadership 
and  training  phases 
of  ANCOC  track  (3 
weeks) 

'see  note  1 

attend  operations 
phase  of  ANCOC 
track  (1  week) 

complete  non-resi- 
dent phase  then  at- 
tend 2 week  resident 
phase  of  new  guid- 
ance 

'see  note  2 

complete  non-resi- 
dent then  attend  1 
week  resident  phase 
of  new  nurse  course 
'see  note  3 

not  applicable 

Cadre  Recruiter 
(and  have  not  at- 
tended Recruiting 
ANCOC) 

attend  all  phases  of 
ANCOC  track  (6 
weeks) 

attend  all  phases  of 
ANCOC  track  (6 
weeks) 

'see  note  5 

attend  all  phases  of 
ANCOC  track  (6 
weeks) 

'see  note  5 

complete  non-resi- 
dent phase  then 
attend  2 week  resi- 
dent phase  of  new 
guidance  course 
'see  note  2 

complete  non-resi- 
dent phase  then 
attend  1 week  resi- 
dent phase  of  new 
nurse  course 
'see  note  3 

attend  all  phases  of 
ANCOC  track  (6 
weeks) 

'see  notes  4 & 5 

Cadre  Recruiter 
(and  graduated  from 
Recruiting  ANCOC 
before  March  1 994 

not  applicable 

attend  leadership 
and  training  phases 
of  ANCOC  track  (3 
weeks) 

attend  operations 
phase  of  ANCOC 
track  (1  week) 

complete  non-resi- 
dent phase  and  then 
attend  2 week 
resident  phase  of 
new  guidance 
course  'see  note  2 

complete  non-resi- 
dent phase  then 
attend  1 week  resi- 
dent phase  of  new 
nurse  course 
'see  note  3 

not  applicable 

Cadre  Recruiter 
(skill  level  50) 

not  applicable 

attend  leadership 
and  training  phases 
of  ANCOC  track  (3 
weeks) 

'see  notes  1 & 6 

attend  operations 
phase  of  ANCOC 
track  (1  week) 

* see  notes  1 & 6 

complete  non-resi- 
dent phase  then 
attend  2 week  resi- 
dent phase  of  new 
guidance  course 
'see  notes  2 & 6 

complete  non-resi- 
dent phase  then 
attend  1 week  resi- 
dent phase  of  new 
nurse  course 
'see  note  3 

not  applicable 

Notes 


1 . Does  not  apply  to  recruiters  who  previously  completed  this  portion  of  the  new  ANCOC  track. 

2.  The  new  guidance  course  (2  weeks)  is  required  for  award  of  ASI V7  and  is  not  part  of  the  new  ANCOC  track.  It  consists  of  a battalion-administered,  non-resi- 
dent phase,  and  a resident  phase. 

3.  The  nurse  course  (1  weekO  is  not  part  of  the  new  ANCOC  track.  It  consists  of  a battalion-administered,  non-resident  phase,  and  a resident  phase. 

4.  Applies  to  graduates  of  former  functional  courses,  i.e.,  station  commander,  guidance  counselor,  etc. 

5.  Does  not  apply  to  recruiters  who  previously  completed  all  phases  of  the  new  ANCOC  track. 

6.  January  1 995,  the  Army  Correspondence  Course  Program  will  offer  the  complete  course  in  non-resident  form.  Previous  graduates  of  the  guidance,  operations, 
or  trainer  resident  courses  may  elect  to  pursue  non-resident  instruction. 
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e ENTNAC 


I 


by  SFC  Bradley  J.  Oberklaus,  HQ  USAREC 
Recruiting  Operations 

One  of  the  more  frequent  topics  of 
conversation  in  recruiting  circles 
these  days  is  ENTNAC.  “What  is 
this  thing?”  “How  does  it  affect  me?”  “I 
took  a DEP  loss  because  of  ENTNAC  the 
other  day.”  “I  had  to  reno  Smith  last 
week  because  of  ENTNAC  and  he  almost 
became  a loss.  Boy.  was  he  mad!” 

ENTNAC  is  an  acronym  for  Entrance  National 
Agency  Check.  An  Entrance  National  Agency 
Check  is  the  process  by  which  the  Department 
of  Defense  checks  the  background  of  new  en- 
listees for  a history  of  criminal  behavior.  The 
process  also  checks  many  different  files  for 
records  of  association  with  certain  groups 
known  to  be  subversive  or  otherwise  pose  a 
threat  to  national  security.  This  is  especially 
critical  in  the  Armed  Forces. 

The  entire  ENTNAC  process  has  been  with  us 
for  many  years  in  various  forms.  It  begins  with 
the  preparation  on  the  DD  Form  398-2,  Nation- 
al Agency  Questionnaire,  which  is  an  integral 
part  of  each  enlistment  packet. 

The  Secretary  of  the  Army  requires  that  we 
have  favorable  results  of  an  individual’s  back- 
ground Investigation  prior  to  the  individual 
shipping.  If  30  days  elapse  from  the  date  of  sub- 
mission and  results  are  not  received  by  the 
recruiting  battalion,  the  battalion  operations  of- 
ficer may  grant  an  exception  to  enter  active 
duty  training. 

Prior  to  granting  an  exception,  the  opera- 
tions officer  screens  the  enlistment  packet  for 
indications  that  the  individual’s  may  be  conceal- 
ing a criminal  record.  Some  of  these  signs  are 


frequent  changes  of  address,  or  inability  to  hold 
a job  for  more  than  a few  months  at  a time.  Tat- 
toos representative  of  local  gangs  are  yet 
another  warning  sign. 

Whenever  possible,  the  operations  officer  will 
personally  interview  the  individual  prior  to 
granting  or  denying  an  exception  to  ship 
without  results.  Some  people  don't  qualify  for 
an  exception  based  on  guidelines  established  by 
the  Department  of  the  Army. 

The  ENTNAC  process  recently  revealed  one  in- 
dividual who  was  wanted  for  questioning  in  the 
murder  of  one  man  and  the  disappearance  of 
another.  Reports  from  a small  town  chief  of 
police,  which  returned  with  the  ENTNAC 
results,  indicated  that  he  had  never  been  ar- 
rested for  the  offense,  but  the  chief  was  sure  he 
did  it.  Evidence  was  still  being  collected  when 
he  shipped  to  basic  training.  It  was  through  the 
ENTNAC  process  that  we  were  able  to  assist  the 


The  ENTNAC 
process  recently 
revealed  one  individual 
who  was  wanted  for 
questioning  in  the 
murder  of  one  man  and 
the  disappearance  of 
another. 
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police  in  his  detention.  This  individual  had  an 
approved  waiver  for  a misdemeanor  offense, 
and  local  police  checks  were  conducted.  The  al- 
leged murder  had  occurred  in  another  town, 
where  police  checks  were  not  conducted.  The 
system  worked! 

The  Defense  Investigative  Service  (DIS)  is  lo- 
cated in  Baltimore,  Md.  DIS  decides,  based  on 
information  provided  by  the  recruiter  and  the 
applicant  on  the  DD  Form  398-2,  which  agen- 
cies will  be  checked  for  records.  In  the  case  of 
an  immigrant  alien,  a check  with  the  Immigra- 
tion and  Naturalization  Service  is  conducted. 

For  this  reason,  preparation  of  the  DD  Form 
398-2  must  be  thorough  and  exact.  When  the 
form  has  errors,  it  is  returned  to  the  submitting 
agency  (in  this  case  the  recruiting  battalion)  for 
corrections.  Because  it  sometimes  takes 
months  to  collect  records  from  various  govern- 
ment and  local  agencies,  individuals  must 
spend  at  least  30  days  in  a delay  status  (either 
DEP  or  DTP)  prior  to  shipment  to  training. 

During  the  individual’s  processing  at  the 
Military  Entrance  Processing  Station  (MEPS), 
the  guidance  counselor  reviews  the  applicant’s 
information  on  the  DD  Form  398-2.  It  is  this 
review  that  determines  which  of  two  paths  the 
ENTNAC  will  take  for  processing. 

Automated  processing 

When  an  automated  ENTNAC  is  processed, 
the  applicant  must  meet  certain  criteria.  Basi- 
cally, the  applicant  must  be  a United  States 
citizen,  have  nothing  more  than  minor  traffic  or 
minor  nontraffic  law  violations,  no  waivers,  and 
so  forth.  With  these  automated  submissions, 
the  DD  Form  398-2  does  not  get  forwarded  to 
DIS  in  hard  copy  form.  Data  within  the  MEPS 
System  80  is  electronically  forwarded  to  DIS. 
This  electronic  data  only  contains  name,  social 
security  number,  date  of  birth,  and  a few  other 
elements.  It  does  not  include  any  physical 
description  of  the  individual.  Results  of  the 
automated  check  generally  take  about  10-14 
days.  Results  are  electronically  sent  to  the 
MEPS,  who  turn  them  over  to  the  Army 
guidance  counselor  for  inclusion  in  the  enlist- 
ment packet. 

Manual  processing 

The  other  path  an  ENTNAC  can  take  is  called 
“manual.”  A manual  check  is  required  for  those 
individuals  who  required  a waiver  for  enlist- 
ment. are  not  U.S.  citizens,  have  a history  of 
law  violations  other  than  minor  traffic  or  non- 
traffic (regardless  of  disposition),  certain  foreign 
travel,  drug  use,  etc.  A manual  check  is 
processed  by  forwarding  the  DD  Form  398-2  to 
DIS.  Because  in  these  cases  the  DD  Form  398- 
2 information  must  be  reviewed  and  forwarded 


When  the  form  has 
errors,  it  is  returned  to 
the  recruiting  battalion 
for  corrections. 


to  other  agencies  for  records  checks,  the  results 
are  slow  in  returning.  The  manual  check  is 
more  thorough  than  the  automated,  since  more 
data  is  available  to  compare  against  records. 
Again,  when  results  return,  they  are  posted  to 
the  individual’s  enlistment  packet  at  the  MEPS. 

Possible  match 

When  conducting  an  automated  records 
check,  records  may  be  found  that  share 
similarities  with  our  applicant.  Because  only  a 
few  identification  elements  are  used  when  con- 
ducting this  check,  it  is  only  a possible  match. 
We  must  compare  the  information  returned  to 
us  by  DIS  with  the  applicant’s  packet.  In  many 
cases,  these  checks  result  in  mismatched 
returns,  where  the  information  provided  by  DIS 
does  not  match  our  applicant. 

In  other  cases,  the  records  do  match  our  ap- 
plicant and  additional  law  violations  are 
revealed.  When  possible  matches  are  returned 
to  us,  DIS  maintains  no  record  of  the  original 
ENTNAC  submission.  In  order  to  complete  the 
investigation,  we  must  resubmit  a manual 
check.  If  previously  concealed  violations  are 
revealed,  an  investigation  is  conducted  by  the 
recruiting  battalion  to  determine  if  there  was 
any  recruiter  involvement  or  if  the  individual 
chose  to  conceal  law  violations. 

Problems 

Some  problems  you  experience  are  the  result 
of  simple  errors.  Take  special  care  when  com- 
pleting the  enlistment  packet.  This  same  care 
must  be  exercised  when  completing  the  DD 
Form  398-2. 

Most  recruiter  errors  stem  from  two  issues. 
One  is  inattention  to  detail  when  completing 
the  DD  Form  398-2.  The  other  is  the  way  a 
recruiter  screens  applicants  for  history  of  law 
violations.  Even  if  the  violation  is  not  serious  or 
disqualifying,  all  violations  must  be  listed.  Tell 
your  applicants  that  any  violation  is  caught 
during  this  check.  Your  applicants  must  be 
prepared  for  the  possibility  that  a possible 
match  may  be  returned  by  DIS,  which  results 
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in  a renegotiation,  or  worse,  a loss. 

Those  individuals  whose  ENTNAC  submis- 
sion returns  with  a possible  match  must 
remain  in  the  DEP/DTP  for  at  least  60  days 
beyond  the  date  of  the  resubmission  of  the 
manual  ENTNAC  as  a possible  match.  This  al- 
lows time  for  the  new  ENTNAC  to  get  a head 
start  on  the  soldier.  If  the  possible  match 
ENTNAC  takes  about  three  or  four  months  to 
complete  (an  expanded  ENTNAC),  the  ENTNAC 
will  usually  be  complete  prior  to  the  soldier’s 
completing  basic  and/or  advanced  individual 
training. 

Regular  Army  soldiers  are  not  permitted  to 
depart  from  training  until  final , favorable 
results  of  the  ENTNAC  are  returned  to  the  bat- 
talion or  the  training  base.  This  is  another 
Department  of  the  Army  rule.  This  prevents  the 
soldier  from  entering  the  mainstream  Army 
without  favorable  results.  The  soldier  remains 
in  a trainee  status  until  results  are  received. 

Army  Reserve  soldiers  are  permitted  to  return 
to  their  home  units.  Local  commanders  review 
the  completed  investigation  to  determine  if  viola- 
tions were  concealed.  Delaying  shipment  of  the 
new  soldier  to  the  training  base  for  60  days  per- 
mits more  time  for  the  investigation  to  be  com- 
pleted and  greatly  reduces  the  possibility  of  the 
new  soldier  becoming  a hold-over  at  the  train- 
ing base. 

If  results  of  the  possible  match  are  not 
received  after  the  additional  60  days,  provided 
no  new  violations  were  revealed,  the  battalion 
operations  officer  can  grant  an  exception  to 
ship.  If  the  individual  does  not  have  60  days 
remaining  in  the  DEP/DTP  when  the  manual  is 
submitted,  a renegotiation  is  required.  If  the  in- 
dividual concealed  violations,  exceptions  are 
not  permitted.  Finally,  favorable  results  of  the 
manual  ENTNAC  must  be  received  prior  to  ship- 
ment onto  active  duty. 

Those  individuals  with  felony-level  offenses 
listed  on  their  DD  Form  398-2,  regardless  of  dis- 


By  accurately  prepar- 
ing the  DD  Form  398-2, 
you  greatly  reduce  the 
possibility  the  applicant 
will  become  a holdover 
at  the  training  base. 


position,  are  not  permitted  to  access  until  final 
results  are  received.  These  individuals  must 
delay  entry  onto  active  duty  for  at  least  90 
days.  These  ENTNAC  submissions  are  always 
expanded  and  usually  take  more  than  90  days 
to  complete.  There  are  no  exceptions  for  these 
individuals  to  access  without  ENTNAC  results. 
Even  if  the  felony  listed  was  dismissed  or 
dropped,  they  can  not  depart  the  training  base 
without  final,  favorable  results.  Again,  these  are 
expanded  ENTNACs  and  take  a long  time  to 
complete. 

Bottom  line 

By  accurately  preparing  the  DD  Form  398-2, 
you  greatly  reduce  the  possibility  the  applicant 
will  become  a holdover  at  the  training  base.  By 
preparing  your  applicants  for  the  possibility 
that  a possible  match  may  occur,  at  least  two 
good  things  will  occur.  First,  they  will  be  more 
honest  about  their  law  violations.  Second,  if  a 
different  person  is  identified  in  the  possible 
match,  they  will  be  more  understanding  and 
prepared  for  a possible  renegotiation  of  the  con- 
tract. 

What  can  we  do  to  reduce  the  impact  on  this 
more  restrictive  ENTNAC  program  on  ourselves 
and  our  applicants?  We  can  talk  to  our  ap- 
plicants and  explain  to  them  the  importance  of 
the  ENTNAC  program.  We  are  making  life  for  all 
those  in  and  around  the  Army  a safer  place  to 
be  and  taking  additional  steps  to  ensure  that 
our  Army  gets  the  most  qualified  applicants. 

We  can  also  support  our  ENTNAC  managers 
at  the  MEPS  by  responding  immediately  to  their 
requests  for  police  checks  and  promptly  bring- 
ing your  new  soldier  to  the  MEPS  for  renegotia- 
tion when  required.  Timely  response  to  their 
requests  could  prevent  a renegotiation. 

Changes  in  the  way  ENTNACs  are  ac- 
complished are  occurring  each  day.  A sig- 
nificant change  for  the  recruiter  to  look  forward 
to  is  a total  automation  of  the  DD  Form  398-2. 

It  will  be  error-free  since  it  is  a user  friendly, 
computer-generated  form. 

All  recruiting  personnel  are  encouraged  to 
view  the  new  ENTNAC  training  video.  It  gives  a 
good  overview  of  the  responsibilities,  at  all  posi- 
tions, in  the  conduct  of  the  ENTNAC  program. 
Additionally,  another  segment  provides  a train- 
ing tool  for  use  by  operations  personnel  and 
ENTNAC  managers.  This  training  video  is  at 
each  battalion.  Its  use  at  company  training  is 
strongly  encouraged  and  is  required  viewing  at 
battalion  level  training  functions.  It  will  provide 
a better  understanding  of  the  ENTNAC  pro- 
gram. It  is  required  viewing  at  battalion  level 
training  functions. 

ENTNAC  is  here  to  stay. 
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Hometown  Recruiting  Assistance  Program 


A gold  mine 
for  Army 
recruiting 


by  Tom  Blackwood 
Sacramento  Recruiting  Battalion 

SG  Ricardo  Ybarra  from  the  Stockton 
(Calif.)  Recruiting  Station  cheerfully 
calls  him  a “silent  war  hero.”  Smiling 
and  a little  bit  shy,  PFC  Ed  Sapinozo  volun- 
teered two  weeks  of  his  time  to  help  sup- 
port the  Army’s  Hometown  Recruiting 
Assistance  Program  (HRAP) . 

At  first  glance  Sapinozo  seemed  like  a regular 
recruiter  who  blended  in  with  Stockton  recruit- 
ers SFC  Pedro  Lopez,  SSG  Mark  Reaves,  SSG 
Ricardo  Ybarra,  and  SSG  Brenda  Kendrick.  On 
a closer  look  at  Sapinozo’s  Army  uniform,  you 
could  not  help  but  notice  a young  private  with 
an  exceptional  number  of  awards. 


SSG  Ricardo  Ybarra  worked  with  HRAP  representa- 
tive PFC  Ed  Sapinozo.  (Photos  by  Tom  Blackwood) 


Proudly  displaying  an  Army  Expeditionary 
Award  Ribbon,  a U.S.  Army  Humanitarian 
Award  Ribbon,  and  a Joint  Meritorious  Unit  Ci- 
tation Award  Ribbon,  Sapinozo  displayed  some 
well  recognized  and  distinguished  Army  awards. 

1 met  Sapinozo  while  visiting  the  University  of 
the  Pacific  Career  Fair  in  Stockton,  Calif.  There, 
he  was  helping  local  Army  recruiters  who  were 
busy  talking  to  college  students  about  Army 
career  opportunities  and  the  new  $30,000  Army 
College  Fund. 

To  my  pleasant  surprise  I discovered  a young 
veteran  soldier.  Sapinozo,  a veteran  of  only  one 
year,  had  just  recently  arrived  back  in  the 
United  States  from  Somalia. 

Volunteering  for  HRAP  made  it  possible  for 
Sapinozo  to  visit  home  for  two  weeks  and  not 
have  to  use  any  of  his  annual  military  leave. 

The  primary  purpose  of  HRAP  is  to  allow  out- 
standing soldiers  to  return  to  their  hometowns 
to  assist  local  Army  recruiters. 

According  to  Ybarra,  his  former  Army  re- 
cruiter, Sapinozo  signed  a DA  Form  4187  re- 
questing to  volunteer  in  the  Army’s  Hometown 
Recruiter  Assistance  Program. 

“We  visited  Franklin  High  School,  the  school 
from  which  he  graduated.  We  talked  to  seniors 
and  friends  he  knew  from  school.  The  students 
took  a special  interest  in  Sapinozo,”  Ybarra  said. 

‘They  wanted  to  know  about  basic  training 
and  how  tough  drill  sergeants  were  when  he 
went  through  basic  training,"  said  Ybarra. 

According  to  Ybarra,  these  type  of  questions 
were  quickly  put  to  rest.  Both  Ybarra  and 
Sapinozo  responded  in  a positive  manner,  reas- 
suring students  that  Army  training  requires 
soldiers  to  be  physically  fit,  well  disciplined, 
and  skill  qualified. 

Ybarra  also  told  students,  “For  most  new 
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soldiers,  basic  training  is  probably  hardest  dur- 
ing the  first  week.  Becoming  a soldier  requires 
mental  discipline.  The  best  way  to  succeed  is  to 
listen  carefully  and  follow  orders.” 

Ybarra  and  Sapinozo  worked  together  for  two 
weeks  and  generated  many  leads  and  appoint- 
ments for  the  Stockton  Recruiting  Station. 

“HRAP  is  a gold  mine  for  Army  recruiting,” 
Ben  Talley  Jr.  said.  Talley  works  in  operations 
at  the  Sacramento  Recruiting  Battalion  and  is 
the  battalion  HRAP  representative. 

“The  cost  of  the  program  is  small  in  compari- 
son to  the  many  rewards  this  program  has  to 
offer,”  Talley  continued. 

CPT  Richard  Behrens,  operations  officer  at 
battalion  headquarters,  said,  “By  sharing  their 
personal  Army  experiences  with  friends  and  ac- 
quaintances, HRAP  soldiers  can  help  local  Army 
recruiters  spread  the  news  that  the  Army  is  still 
hiring  and  has  great  options  and  benefits.” 

“HRAP  is  one  of  the  most  under-used  sales 
tools  in  the  U.S.  Army  Recruiting  Command 
today.  Firsthand  Army  experience  combined 
with  being  from  the  local  community  makes  the 
HRAP  soldier  a potential  powerful  recruiting 
source  for  leads  and  referrals,"  he  added. 

“Every  applicant  we  put  into  today’s  Army 
should  be  a potential  HRAP  soldier  for  future 
Army  recruiting,”  Behrens  concluded. 

Ybarra  noticed  something  special  about 
Sapinozo  when  he  first  met  him.  “Sapinozo 
looked  and  acted  like  a potential  outstanding 
soldier  when  I first  met  him,”  Ybarra  com- 
mented. 

“What  I really  noticed  was  his  positive 
attitude  and  his  sincerity  in  wanting  to  learn  a 
specific  job  skill,”  said  Ybarra. 

Sapinozo  entered  the  Army  in  1992.  He  com- 
pleted basic  training  at  Fort  Benning,  Ga.,  and 
was  reassigned  to  Fort  Leonard  Wood,  Mo.,  to 
complete  his  advanced  individual  training  as  a 
heavy  construction  equipment  operator,  learn- 
ing to  operate  a grader. 

After  completion  of  AIT,  Sapinozo  was  reas- 
signed to  Charlie  Company,  43rd  Engineer  Bat- 
talion at  Fort  Benning. 

His  unit  was  mobilized  in  January  1993  and 
sent  to  Somalia.  During  his  short  tour  in  Africa, 


“HRAP  is  one  of 
the  most  under-used 
sales  tools  in  USAREC 
today.  ” 


College  students  from  University  of  the  Pacific 
gather  RPIs  from  recruiter  Ybarra  during  UOP’s 
Career  Fair. 


Sapinozo  worked  as  a grader  operator.  Charlie 
Company  took  part  in  achieving  the  Army’s  mis- 
sion by  improving  existing  roads  and  helping  to 
build  an  airstrip. 

Operation  Restore  Hope  provided  humanitar- 
ian aid  to  thousands  of  starving  men,  women, 
and  children  of  Somalia.  Keeping  roads  open 
and  air  strips  operational  were  critical  for  relief 
supplies  to  reach  their  final  destinations. 

Sapinozo  returned  home  in  March  of  this  year 
and  plans  to  apply  to  airborne  school  and 
ranger  school  while  stationed  at  Fort  Benning. 

Sapinozo  says  he  thinks  the  Army’s  Home- 
town Recruiting  Assistance  Program  is  a great 
opportunity.  “I  only  work  24  hours  each  week 
for  Army  recruiting  and  get  to  spend  the  rest  of 
my  free  time  with  my  family  and  friends.” 

Asked  if  he  had  any  recommendations  for 
high  school  seniors  or  recent  graduates, 
Sapinozo  said,  “I  wish  I had  joined  the  Army 
sooner.” 
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The  Test 


1.  An  applicant  with  six  convictions  or  other 
than  adverse  dispositions  for  misdemeanor  of- 
fenses in  the  previous  five  years  is  qualified  to 
enlist. 

A.  True 

B.  False 

2.  What  entitlements  are  prior  service  applicants 
eligible  under  the  Montgomery  Gl  Bill? 

A.  same  as  NPS 

B.  ineligible  for  benefits 

C.  eligible  so  long  as  they  did  not  previously  participate 

D.  entitled  to  only  half  of  NPS  benefits 

3.  Guidance  counselors  will  not  make  an  NPS 

reservation  that  would  result  in  entry  to  AD  or 
IET  within days. 

A.  10 

B.  14 

C.  30 

D.  45 

4.  Prior  to  making  a reservation  on  REQUEST, 
the  guidance  counselor  must  show  the  following 
videos  to  the  applicant: 

A.  BT,  AIT,  SOC 

B.  MOS  video  only 

C.  MOS  video,  primary  enlistment  option,  and  applicable  Gl  Bill, 
ACF,  Sure  Pay 

D.  Primary  enlistment  option,  Gl  Bill 

5.  The  monthly  and  quarterly  mission  will  be 

posted  to  the  UF  711-3  within days  of 

receipt. 

A.  2 
B 7 
c.  14 
D.  30 

6.  Applicants  removed  from  the  processing  list 
may  be  reentered  at  a later  date  and  counted  as 
a recruiter-generated  appointment  at  the  discre- 
tion of: 

A.  the  recruiter  of  credit 

B.  the  station  commander 

C.  the  first  sergeant 

D.  the  company  commander 

7.  Station  commanders  are  required  to  conduct 
hours  of  station  training  per  week. 

A.  1 

B.  2 

C.  3 

D.  4 

8.  Recruiter  A (RA)  determines  his  applicant 
resides  in  Recruiter  B’s  (RA)  area.  Both 
recruiters  work  in  the  same  station.  Who  assigns 
processing  responsibility? 


A.  battalion  commander 

B.  company  commander 

C.  station  commander 

D.  first  sergeant 

9.  An  applicant  is  pending  a USAREC-level 
waiver.  Where  should  the  UF  200-C  be  filed? 

A.  PDR  file  system,  Division  II 

B.  PDR  file  system,  Division  III 

C.  Planning  Guide 

D.  Turn  card  over  to  station  commander  for  filing 

10.  Recruiters  are  not  required  to  annotate  each 
visit  to  an  assigned  school  in  the  school  folder. 

A.  True 

B.  False 

11.  An  applicant  must  wait prior  to  a 

retest  for  DAT  (THC  only)  positive  initial  result. 

A.  90  days 

B.  5 months,  29  days 

C.  6 months 

D.  2 years 

12.  A recruiter’s  prospecting  requirements  are 
dictated  by  the  station  commander  based  upon 
market,  mission  box  requirements  and 


A.  no-show  rate 

B.  previous  month  mission  achievement 

C.  company  SOP 

D.  conversion  rates 

13.  The and/or will  confirm 

commitment  of  the  ANC  applicant  once  he/she 
agrees  to  process. 

A.  station  commander;  company  commander 

B.  recruiter;  station  commander 

C.  station  commander;  nurse  counselor 

D.  company  commander;  nurse  counselor 

14.  ANC  recruiters  will  prepare  the  appointment 

application  IAW . 

A.  AR  601-210 

B.  UR  601-37 

C.  AR  601-37 

D.  AR  600-200 

15.  The  purpose  of  the  Active  Duty  Special  Work 
Program  is  to: 

A.  support  RA  recruiting  efforts. 

B.  observe  prospective  USAR  personnel  for  recruiting  duty. 

C.  generate  interest  in  USAR  programs  among  peers  of  USAR 
unit  members. 

D.  support  local  TPU  with  additional  personnel. 

(The  answers  to  this  month’s  Test  can  be  found 
on  the  inside  back  cover.) 


November  1993 


13 


The  Way  I See  It 


- \ 

All  'The  Way  I See  It”  forms  received  by  the  USAREC  Chief  of  Staff  are  handled 
promptly.  Those  that  are  signed  and  include  a phone  number  will  receive  a phone  call 
within  48  hours  of  receipt.  Those  with  addresses  will  receive  a written  response 

approximately  3 weeks  from  receipt. 


SFC  Thomas  E.  La  Mon,  station  commander  at 
Spring  Valley,  Calif.,  sent  in  a 10-page  suggestion  on 
the  use  of  the  JOIN  system  to  make  professional  sales 
presentations  at  colleges  or  high  schools.  His  sugges- 
tions included  presentations  using  the  JOIN  on  the  fol- 
lowing topics: 
m Run  Training  Set-Up 
m Options  and  Benefits 
m Education 
m Special  Options 
b Skill  Clusters  (two  versions) 
m Common  Questions 

■ Army  Locations 

■ USAR  Options  and  Benefits 

■ Station  of  Choice 

The  Chief  of  Staff  responds: 

Thank  you  for  your  suggestion  regarding  use  of  the 
JOIN  system  when  conducting  a professional  sales  pre- 
sentation. The  portion  of  your  suggestion  on  “Run 
Training  Set-Up”  is  valid.  When  we  share  ideas  and 
pass  on  what  is  currently  working,  we  improve  the  en- 
tire command.  Your  input  in  this  area  will  be  passed  on 
in  an  upcoming  Recruiter  Journal  article. 

Due  to  the  myriad  of  unpredictable  changes  in  con- 
tent of  individual  JOIN  disks,  it  is  not  feasible  to  pro- 
vide the  field  force  a standardized  “frame  location 
list.”  You  will  find  a “how  to”  on  locating  frames  uti- 
lizing the  JOIN  System  is  presently  available  to  each 
recruiter  in  the  instruction  manual  (Technical  Manual 
11-6910-261-10,  Electronic  Information  Delivery  Sys- 
tem [EIDS]).  Clearly,  each  recruiter  must  decide  how 
and  when  use  of  this  technique  is  of  benefit. 

I can  visualize  that  you  too  believe  working  together 
as  a team,  we  can  accomplish  more  than  working  as  in- 
dividuals. Again,  thank  you  for  your  input  and  your 
support  of  “The  Way  I See  It.” 


A recruiter  writes: 

Such  courses  as  Station  Commander  Course,  Guid- 
ance Counselor  Course,  and  RTNCO  Course  should  be 
offered  in  correspondence  form.  I also  feel  that  retread 
recruiters  should  be  offered  the  Basic  Recruiter  Course 
in  correspondence  form.  The  correspondence  course 
would  only  become  valid  if  the  recruiter  worked  the 
job  for  a specified  number  of  days.  I feel  this  would 
help  save  USAREC  money  and  also  allow  recruiters  to 
become  more  knowledgeable  of  all  facets  of  recruiting. 

The  Chief  of  Staff  writes: 

Thank  you  for  your  suggestion  regarding  develop- 
ment of  correspondence  courses  for  Station  Command- 
ers, Guidance  Counselors  and  Recruiter  Trainer  NCOs. 
You  will  be  pleased  to  learn  that  not  only  has  your  re- 
quest been  considered,  it  is  currently  in  the  develop- 
ment stages. 

The  Army  Recruiting  and  Retention  School  has 
been  tasked  with  development  of  correspondence-type 
courses  of  study  for  the  Recruiter  Trainer,  Guidance 
Counselor,  Nurse  Recruiter  and  Operations  NCO. 
These  courses  have  been  developed  and  are  presently 
under  review  for  final  submission. 

Station  commanders  will  be  trained  in  the  two- week 
leadership  phase  offered  in  conjunction  with  the  Ad- 
vanced Noncommissioned  Officers  Course  (see  story 
on  ANCOC,  page  6).  Upon  completion  of  the  course, 
the  station  commanders  will  receive  their  Certificates 
of  Training  and  return  to  their  stations.  All  other 
ANCOC  candidates  will  continue  through  the  ad- 
vanced portions  of  ANCOC. 

Thank  you  for  taking  the  time  to  share  your  great 
ideas  through  “The  Way  I See  It.”  Your  comments  are 
valuable  to  us. 


How  do  you  see  it?  Send  your  comments  on  the  form  on 
page  15. 
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The  Way  / See  It 


Vision  implies  change.  Change  is  upon  us. 
We  are  better  off  to  participate  in  change  and  to 
help  shape  it  than  to  be  dragged  along  by  change. 
You  can  help  shape  the  future  and  make  it  better. 
You  know  your  job  better  than  anyone.  What  are 
your  ideas  for  improving  operations?  Share  them 
on  the  space  below  and  mail  this  according  to  the 
instructions  on  the  back  of  this  form,  postage  free. 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recruiters,  support 
staff,  and  family  members  are  encouraged  to  use 
this  space  to  voice  ideas  and  concerns.  If  you 
desire  a direct  response  to  your  comments  or 
suggestions,  please  include  your  name  and 
address.  Names  are  not  required. 


Teamwork:  Working  together  as  a team,  we 
can  accomplish  more  than  working  as  individuals 
Share  your  vision  for  the  future  of  the  U.S.  Army 


Recruiting  Command.  All  forms  are  mailed  to  and 
received  directly  by  the  USAREC  Chief  of  Staff, 
Fort  Knox,  Ky. 


HQ  USAREC  Fm  1825, 1 Jan  91 
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What  the 
caduceus. . . ? 


— DoD  health 
care  to  reflect 
national  reform 

from  the  Army  News  Service 

Health  care  planners  are  continuing  to 
iron  out  details  of  the  Defense  De- 
partment response  to  national  health 
care  reform.  The  military  health  care  sys- 
tem changes  will  take  at  least  two  years  to 
implement. 

In  the  near  term,  DoD  will  continue  to 
consult  with  the  branches  of  the  armed 
services  and  with  committees  of  Congress 
to  develop  and  implement  the  specifics  of 
the  military  health  care  system  once  the 
legislation  is  passed  by  Congress. 

Under  the  DoD  plan,  dependents  of  active- 
duty  personnel,  military  retirees,  dependents  of 
retirees  and  survivors  would  be  given  a choice 
of  three  health  plans.  Officials  said  the  plans 
will  provide  the  nationally  guaranteed  benefit 
package,  plus  the  additional  services  currently 
offered  through  the  Civilian  Health  and  Medical 
Program  of  the  Uniformed  Services  and  through 
military  hospitals. 

Officials  say  non-active-duty  beneficiaries  will 
receive  “comprehensive,  accessible  health  care 
that  is  low  cost.”  Under  the  plan,  these  benefici- 
aries will  be  offered  a choice  between  a military 
health  plan  or  selected  civilian  health  plans 
each  year. 

Types  of  services  included  in  the  package  in- 


clude outpatient  visits,  inpatient  care,  prescrip- 
tion drugs.  X-ray  and  lab  services,  mental 
health  and  preventive  care. 

The  military  health  plan  option 

All  non-active-duty  beneficiaries  eligible  for 
the  CHAMPUS  or  Medicare  will  be  eligible  to  en- 
roll in  the  military  health  plan.  Officials  say  the 
new  plan  will  provide,  at  the  least,  health  care 
equal  to  that  available  at  present. 

Throughout  most  of  the  United  States,  mili- 
tary medical  managers  will  coordinate  peace- 
time health  care  in  12  geographic  regions.  Each 
region  will  be  supported  mainly  by  military  hos- 
pitals and  clinics,  and  will  be  supplemented  by 
networks  of  selected  civilian  health  care  provid- 
ers. 

Military  health  plans  will  require  no  deduct- 
ibles, but  will  charge  an  annual  enrollment  fee. 
By-category  costs  associated  with  the  plan, 
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Health  Plan  by-category  costs  for  military  families 

Cateaorv 

Annual  fee 

Cost  oer  doctor  visit 

Active-duty  family, 
sponsor  E-4  or  below 

No  cost 

$5  per  visit 

Active-duty  family, 
sponsor  E-5  or  above 

$35  per  person  or 
$70  per  family 

$10  per  visit 

Retiree  and 
retiree  family 

$50  per  person  or 
$100  per  family 

$15  per  visit 

based  on  1995  estimates,  are  shown  at  the 
chart  above. 

Cost-sharing  for  health  care  under  civilian 
providers  will  be  less  than  under 
standard  CHAMPUS,  and  no  co- 
payments for  care  at  military 
medical  facilities  will  be  required 
under  the  program. 

Other  choices 

The  reform  measures  would 
allow  family  members  or  retirees 
to  choose  from  at  least  two  civil- 
ian health  plans.  In  areas  of  the 
country  where  a military  health 
plan  is  not  available,  beneficiar- 
ies would  be  able  to  choose  from 
at  least  three  civilian  health  care 
plans. 

“Fee-for-service"  and  “managed  care”  plans 
are  choices  available  for  those  beneficiaries  who 
don’t  choose  the  military  health  plan.  Those 
who  elect  to  join  a civilian  health  plan  may  be 
subject  to  annual  premiums,  deductible  pay- 
ments and  co-payments,  depending  on  which 
plan  they  choose. 

Beneficiaries  opting  for  fee-for-service  plans 
will  have  a wide  choice  of  civilian  doctors,  but 
will  pay  a higher  cost-share.  Fee-for-service 
plans  usually  have  premiums,  deductibles  and 
co-payments. 

Alternatively,  managed  care  plans  through 
health  maintenance  organizations  or  preferred 
provider  networks  are  more  restrictive  in  their 
choice  of  doctors,  but  out-of-pocket  costs  are 
lower.  These  plans  typically  have  premiums; 
some  have  deductibles,  and  some  have  co-pay- 
ments. 


In  either  case,  DoD  or  private  employers 
would  contribute  a major  part  of  the  plans’  pre- 
miums. The  contribution  would  amount  to  80 

percent  of  the  average-priced  plan 
in  the  area. 

Medicare-eligibles  and 
the  military  health  plan 

Beneficiaries  who  are  eligible 
for  Medicare  — retirees,  family 
members  or  survivors  age  65  or 
older  — would  have  the  option  of 
choosing  Medicare  or  Tricare 
under  the  proposed  health  care  re- 
form. 

Medicare-eligibles  who  wish  to 
join  the  military  health  plan  will 
pay  an  annual  fee  of  $50,  or  $100 
per  family,  based  on  a 1995  esti- 
mate. Once  enrolled,  they  would  receive  all  care 
through  a network  of  military  medical  facilities 
and  contracted  civilian  health  care  providers,  at 
a cost-share  less  than  that  of  Medicare. 

Enrollment  of  beneficiaries  in  the  military 
health  plan  can  become  limited,  based  on  the 
capability  of  both  the  military  treatment  facili- 
ties and  networks  of  civilian  providers,  officials 
said.  Should  that  occur,  a priority  of  enrollment 
will  go  into  effect  in  which  active-duty  family 
members  would  be  allowed  to  enroll  first,  fol- 
lowed by  retirees  and  their  family  members. 
However,  once  enrolled,  their  care  is  subject 
only  to  active-duty  member  priority. 

Those  who  choose  or  remain  with  Medicare 
would  see  their  benefits  remain  basically  un- 
changed, with  the  exception  of  enhanced  cover- 
age for  outpatient  prescription  drugs  and  more 
Medicare  HMOs  in  which  to  enroll,  officials  said. 
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Coming  soon 

Automation  improvements  for 
recruiters  and  station  commanders 


by  Jamie  Richards,  HQ  USAREC IM 

Just  when  you  thought  you  had  JOIN  proce- 
dures down  pat,  we’ve  improved  it  for  you! 
JOIN  3.0  will  be  fielded  soon.  What  exactly  does 
that  mean  to  you?  The  very  first  change  you’ll 
see  will  be  to  your  screen  (colors  to  get  the  old 
adrenaline  flowing,  maybe?).  Although  the  over- 
all appearance  of  the  input  screen  will  remain 
the  same,  features  have  been  added  to  facilitate 
a more  “user  friendly”  environment.  You  may 
now  use  Hot  Keys  (highlighted  on  screen)  to  ac- 
tivate menu  selections  as  well  as  the  arrow 
keys.  A bottom  line  Help  message  has  been 
added  to  provide  quick  reference. 

The  recruiter’s  disk  has  some  improvements. 

If  you  find  you  have  to  cancel  an  applicant’s  ap- 
pointment at  the  MEPS,  the  Cancel  ARADS 
Projection  function  has  been  modified  to  allow 
you  to  cancel  a projection  for  a specific  day  (can- 
cel physical  on  Wednesday— still  take  test  on 
Tuesday).  A Lead  Source  field  has  been  added 
to  the  Applicant  Data  screen. 

Most  important,  recruiters  will  get  high 
school  ASVAB  scores  sent  electronically  to  their 
stations!  An  added  keystroke  will  be  required 
for  country  codes  (current  address,  HOR,  and 
POB  country).  When  indicating  the  United 
States  for  either  field,  type  “Unitedstates”.  (You 
may  also  type  US,  USA,  or  the  first  letter  of  the 
country  as  the  program  will  automatically  select 
“Unitedstates”  for  you.)  If  you  enter  any  other 
country,  you  must  type  in  the  specific  code  and 
select  “Other”.  The  Scheduling  Screen  has  also 
been  modified  to  allow  you  to  project  RENOs  for 
RA  and  USAR.  USAR  recruiters  will  be  able  to 
project  TRRs. 

The  station  commander’s  software  will  have 
new  capabilities  as  well.  Station  commanders 
will  now  be  able  to  request  applicant  records 
and  cancel  projections.  LEADS  has  also  been 
added  to  the  station  commander’s  disk  so  two 


disks  are  not  needed.  Use  the  ARADS  menu  op- 
tion to  download  leads,  but  you  must  have  a 
special  data  disk  (go  to  the  utilities  menu  to  cre- 
ate a CLL  data  disk).  Station  commanders  must 
also  toggle  (ALT  T)  all  records  that  are  to  be 
transferred  to  ARADS.  This  will  help  alleviate 
the  problem  of  duplicate  records  in  the  system. 
If  you  don’t  toggle,  the  records  won’t  transfer! 

There  are  quite  a few  internal  changes  in  this 
update.  For  example,  a screen  saver  has  been 
added.  As  always,  USAREC  constantly  seeks 
your  ideas  or  suggestions  for  improving 
JOIN/ARADS.  Please  send  to  HQ  USAREC 
through  The  Way  I See  It. 


A New  ARADS  Regional  Data  Center! 

USAREC  will  soon  have  an  additional  ARADS 
regional  datacenter  (RDC).  The  new  Central  RDC 
at  Indianapolis  will  give  the  command  two  addi- 
tional super-mini  computers  for  processing  ap- 
plicant records  and  performing  other  recruiting 
related  functions.  ARADS  users  at  selected  bat- 
talions, primarily  in  the  Midwest,  will  be  assigned 
to  the  new  RDC.  This  will  take  a load  off  the 
existing  RDCs  and  make  processing  at  each  RDC 
much  faster.  You  can  expect  projections  to  pass 
edits  and  go  to  the  MEPS  faster,  and  floor  reports 
and  other  processing  requirements  will  be  done 
much  quicker. 

Guidance  counselors,  battalion  and  brigade  staffs 
will  not  have  to  make  any  changes;  however, 
recruiters  and  company  leadership  teams  which 
are  in  the  battalions  that  do  change  must  update 
their  JOIN  software  with  a new  1-800  number  to 
be  able  to  dial  into  ARADS.  The  old  1-800  num- 
bers will  not  function  properly  after  the  activation 
of  the  new  RDC  for  those  battalions  which  have 
been  assigned  to  the  new  RDC.  The  new  1-800 
numbers  will  be  distributed  through  command 
channels  as  well  as  appear  on  the  JOIN  login 
screens  during  the  last  week  of  RSM  November. 
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Boosting  morale 

■ SFC  Gary  Franklin  Hodges, 
Fort  Worth  Northwest  (Texas) 
Station,  is  a tall  man  with  a 
big  heart  and  a bright  smile. 
He  is  a good  Samaritan  who 
likes  people,  especially  little 
people. 

About  a year  ago,  Hodges 
became  a big  brother  to  8- 
year-old  Matt  Dailey,  the 
Texas  Morale  Boosters’  mas- 
cot. Matt,  bom  with  a col- 
lapsed lung,  is  suffering  from 
a terminal  illness  and  in  need 
of  a friend. 

“Pat  Braun,  president  of 
Morale  Boosters,  invited  me  to 
take  Matt  under  my  wing 
during  a parade,  which  kicked 
off  the  Christmas  season  in 
Fort  Worth  (Texas)  last  Novem- 
ber,” Hodges  said. 

Hodges  said  thinking  about 
someone  other  than  himself 
and  his  work-related  duties 
helps  boost  his  own  morale 
and  strengthens  his  desire  to 
perform  well  under  pressure. 

“Riding  the  Christmas 
parade  float  through 
downtown  Fort  Worth  in  my 
battle  dress  uniform,  heavily 
camouflaged  with  load  bear- 
ing equipment  by  my  side  and 
Matt  in  my  arms,  added  some 
meaning  to  my  demanding  life 
as  a recruiter,”  said  Hodges. 

To  make  sure  Matt’s  frail 
body  would  stay  warm  during 
the  parade,  money  was 


SFC  Gary  Hodges  with 
Matt  Dailey,  mascot  of 
Morale  Boosters  of 
Texas,  at  Ronald  Mc- 
Donald House  in  Fort 
Worth,  Texas.  They’re 
celebrating  Matt’s 
birthday.  (Photo  by  Pat 
Braun) 

donated  by  Hodges  and  his  recruiters  to  buy  gloves  and  warm 
clothing  for  him. 

During  off-duty  hours  in  the  evening  and  on  weekends  he 
drives  90  miles.  He  transports  Matt  and  his  mother  to  the 
Children’s  Hospital  where  Matt  receives  treatments  for  his  illness. 

Hodges  was  quick  to  point  out  that  SGT  Mark  D.  Pierson,  from 
his  station,  takes  time  away  from  his  own  family  to  also  help  out 
with  Matt. 

Morale  Boosters  of  Texas  celebrated  their  third  anniversary  in 
August  1993.  Hodges  received  a letter  of  appreciation  for  devoted 
and  invaluable  service.  MAJ  John  C.  Napoli  Jr.,  Dallas  Battalion 
executive  officer,  was  presented  with  a certificate  of  appreciation 
for  battalion  staff  assistance  and  support. 

“Gary  Hodges  is  a humanitarian;  he  never  said  no  when  asked 
to  assist  Morale  Boosters.  He  may  laugh  and  joke  a lot,  but  we 
consider  this  Army  recruiter  a professional  people-person  who 
cares  about  others,”  said  Braun. 

Helga  Kober,  Dallas  Bn  A&PA 


■ SSG  David  Austin,  Mesa  (Ariz.)  Recruit- 
ing Station,  setting  up  for  a strike.  Recently 
some  of  Tempe  company  recruiters  donated 
their  time  and  money  to  a charity  bowl  and 
breakfast  at  the  Tempe  bowling  alley.The 
charity  bowl  was  sponsored  by  a local  radio 
station  and  all  donations  went  to  a child 
crisis  center.  A good  time  was  had  by  all. 
(Photo  by  Paula  Ramoino) 
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Referring  to 
Dumas 

■ “With  the  emphasis  on  in- 
creased Reserve  mission,  it’s 
more  important  now  to  take  the 
time  to  make  an  extensive, 
detailed  plan  based  on  your 
proven  strengths,”  said  SFC 
Terrance  R.  Dumas,  Eastgate 
(Ohio)  Reserve  recruiter. 

The  referral  system  is  what 
works  best  for  Dumas,  who  has 
mission  boxed  22  out  of  24 
months. 

“Being  tied  to  my  desk  is  not 
part  of  the  plan,”  Dumas  said. 
“Although  telephone  time  is  im- 
portant, personal  contact  with 
people  who  give  you  referrals 
can  give  you  faster  and  better 
results.” 

Dumas  said  the  referral 
method  gives  him  pre-screened 
leads.  Leads  that  result  in  solid 
contracts  and  not  DEP  losses. 

“I  use  the  help  of  20,  30  or 
40  people,”  Dumas  said.  “I  in- 
form and  teach  my  educators, 
business  leaders,  unit  tech- 
nicians and  DTP  members  the 
importance  of  the  referral  sys- 
tem. They,  in  turn,  teach 
others.” 

Dumas  solicits  the  help  of  all 
his  DTP  members  as  soon  as 
they  enlist.  He  said  split-train- 
ing seniors  are  especially  help- 
ful because  they  can  share 
their  basic  training  experiences 
with  their  friends. 

“Since  I've  been  to  basic 
training,  I know  what  it's  like, 
and  I know  which  people  are  fit 
for  military  service,”  said  senior 
PVT  Andrew  D.  Maks  taller. 
“Most  of  the  seniors  on  the  LRL 
are  my  friends,  and  I know 
what  they  like  and  don’t  like.” 

Unlike  Makstaller,  PVT  Lil- 
lian M.  Dalton  doesn’t  have 
basic  training  experience  to 
pull  from  to  help  her  judge 
potential  leads. 

“I  wanted  to  help  and  felt  I 
could  give  qualified  leads,”  Dal- 
ton said.  “I’ve  been  looking  at 


the  armed  forces  for  awhile,  and  I’ve  talked  to  a lot  of  people 
about  the  benefits  available  in  the  Army  and  Army  Reserve.” 
Dalton  was  in  the  recruiting  station  two  days  after  she  enlisted, 
giving  Dumas  a list  of  names  from  the  senior  LRL.  PFC  Kendal  L. 
Holt  Jr.,  a combat  engineer  with  the  478th  Engineer  Battalion, 
Company  B,  in  Fort  Thomas,  Ky.,  was  recruited  by  Dumas  in  Oc- 
tober 1991.  Holt  works  with  about  20  other  young  people  and  has 
given  Dumas  12  contracts  from  25  leads. 

“I  refer  a lot  of  young  people  who  are  afraid  to  approach 
recruiters,”  Holt  said.  “People  know  I’m  in  the  Army  Reserve  and 
hear  me  talk  about  it  all  the  time.” 

“I  rely  on  referrals,”  Dumas  said.  “But  I use  the  whole  market 
concept  and  use  all  available  lead  sources. 

“Most  avenues  of  obtaining  leads,  however,  can  be  directly 
linked  to  the  referral  system,”  he  said.  “And  I process  them  all  as 
expeditiously  as  possible.” 

His  enthusiasm  is  contagious  and  spills  over  to  everyone  he 
meets.  It’s  all  part  of  his  plan  a plan  he  likes,  a plan  that  works. 

Jacqueline  Rhodes,  Columbus  Bn  A&PA 


Above:  SFC  Terrance  R.  Dumas  receives  three  leads  from  PFC  Kendal  L 
Holt  Jr.  during  a personal  contact  visit 

Below:  Dumas  shows  PVT  Lillian  M.  Dalton  how  she  can  get  promoted  by 
giving  qualified  referrals.  (Photos  by  Jacqueline  Rhodes) 
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Money  for 
college 
display 
(Photo  by 
Alan  Cody ) 


Beach  banner 

H Unique  beachside  banner  billboards  on  loan  from  the  890th 
Engineer  Group  of  the  Mississippi  National  Guard  proclaimed  to 
Gulf  Coast  drivers  and  pedestrians  alike  the  Army’s  “Still  Hiring” 
message  and  $30,000  Army  College  Fund. 

And  “hit  the  beach”  took  on  new  meaning  during  this  summer 
session  for  Delayed  Entry  Program  recruits  enjoying  the  day  on 
the  Mississippi  Gulf  Coast. 

Between  the  CLT  one-on-one  interviews  with  DEP  members 
and  recruiter  tips  on  basic  training  were  the  cookout  under  the 
camouflage  and  beach-style  volleyball. 

The  training  session  was  sponsored  by  Jackson  Battalion’s 
Ocean  Springs  Recruiting  Station  with  participation  by  all  Hatties- 
burg Company  Stations. 

Patrice  Creel,  Jackson  Bn  A&PA 


LTG  Neal  T.  Jaco , commanding  general  Fifth  U.S.  Army,  stands  with  five  recruits.  He 
administered  the  oath  of  enlisment  to  them  during  the  San  Antonio  Army  Community 
Council  meeting . (Photo  by  W.  C.  Garrison) 


Army  adventure 
afternoon 

■ Adventuring  aboard  the  new 
Army  Adventure  Van  and  wit- 
nessing an  emotional  swearing- 
in  ceremony  at  a modem 
Military  Entrance  and  Process- 
ing Station  recently  filled  an 
afternoon  for  the  members  of 
the  Army  Community  Council 
(ACC)  of  San  Antonio  during 
their  quarterly  meeting. 

The  ACC  is  composed  of 
military  and  civilian  leaders  in 
the  San  Antonio  area.  Its  pur- 
pose is  to  serve  as  a forum  be- 
tween the  military  and  civilian 
communities. 

The  meeting  was  co-hosted  by 
LTG  Neal  T.  Jaco,  commanding 
general.  Fifth  U.S.  Army  and 
Fort  Sam  Houston,  and  COL 
John  A.  Jones,  commander  of 
the  5th  Recruiting  Brigade. 

More  than  25  members  of  the 
ACC  visited  the  Army  Adventure 
Van.  The  van  displays  a global 
positioning  system,  an  M- 1 tank 
simulator,  a weaponeer  system 
and  nine  video  monitors.  The 
monitors  give  visitors  an  over- 
view of  general  soldiering  and 
offer  information  clips  on  Army 
aviation,  medicine,  armor,  artil- 
lery, airborne,  special  forces, 
and  history. 

According  to  SSG  Reginald 
Richard,  exhibitor  for  the  van, 
the  favorite  exhibit  is  the  tank 
simulator.  Inside  the  turret, 
visitors  look  through  sights  to  lo- 
cate enemy  targets  and  destroy 
them. 

The  final  part  of  the  visit  was 
a ceremony  where  LTG  Jaco  ad- 
ministered the  oath  of  enlist- 
ment to  five  recruits. 

‘This  was  an  enlightening  visit 
for  everyone,”  said  Joe  M.  Ernst, 
ACC  member.  The  quality  of 
recruits  seeking  entry  into  our 
military  is  indicative  of  a great 
program  and  a great  story  to 
tell.” 

Gilda  A.  Herrera,  HQ,  Fifth  U.S. 
Army 
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Jump  into 


— Spouses,  adopt  a school 


If  you  are  unemployed  and  the  spouse  of  a 
recruiter,  what  is  one  of  the  fastest  ways  to 
get  a job?  Believe  it  or  not,  by  volunteering.  It 
works,  and  I’m  going  to  show  you  how  it 
works. 

Why  does  volunteering  help  you  find  employ- 
ment? Volunteering  gives  you  valuable  qualifying 
experience.  In  fact,  the  Federal  Civil  Service  Sys- 
tem treats  volunteer  experience  the  same  as  paid 
employment.  Even  when  you  apply  for  nongovern- 
ment positions,  volunteer  work  looks  good  on  your 
resume  and  will  give  you  recent  work  references. 

Let’s  look  specifically  at  the  advantages  of  volun- 
teer tutoring  in  the  high  schools.  It  is  possible  for 
you  to  secure  a paid  school  job  which  might  open 
up  while  you  are  volunteer  tutoring.  High  schools 
periodically  need  teaching  assistants,  bus  and  hall 
monitors,  and  cafeteria  workers. 

Nonschool  jobs  are  a real  possibility.  Educators 
know  many  employers.  Also  local  businesses  have 
been  actively  involved  in  the  high  schools  for 
years.  The  Columbus  (Ohio)  “Adopt  a School”  pro- 
gram is  an  example. 

Perhaps  you  think  your  local  high  school 
educators  won’t  want  you  as  a tutor?  Think  again. 
The  Ohio  State  Competency  Test  graduation  re- 
quirement takes  effect  this  year  and  many  seniors 


have  not  yet  passed  this  test.  Educators,  parents, 
and  students  are  crying  out  for  tutors.  This  situa- 
tion will  allow  you  to  help  yourself  and  to  become 
a hero  at  the  same  time. 

This  is  a win-win  situation.  You  greatly  increase 
you  chances  of  getting  a job.  You  see  your  student 
graduate.  Educators  have  a higher  percentage  of 
graduates  and  their  professional  reputation  is  en- 
hanced. 

Who  else  benefits?  Your  spouse.  You  can  help 
your  spouse  network  among  the  educators, 
parents,  and  students  in  the  school  where  you 
tutor.  Increased  networking  means  more  contracts 
for  your  recruiter  spouse. 

Volunteering  does  not  have  to  mean  a huge,  in- 
convenient commitment  of  time.  After  all,  you  are 
a volunteer.  That  gives  you  much  more  control 
over  when,  where  and  how  long  you  work. 

Don’t  worry  about  your  tutoring  ability. 

You  will  probably  be  given  an  orientation  as 
well  as  curriculum  materials.  You  can  pick  your 
topic.  If  you  are  at  the  ninth  grade  proficiency 
level  in  reading,  writing,  math  or  citizenship,  you 
should  have  no  problems. 

Call  your  local  high  school  counselor  today  and 
volunteer  to  tutor. 

Dr.  Daniel  W.  Vale,  Columbus  Bn  A&PA 
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Line  of  duty 
estigations 

Injury  benefits  not  automatic  for 
questionable  accidents 


A soldier,  highly  intoxicated,  leaves  the 
club  and  finally  finds  his  car  in  the  park- 
ing lot.  As  he  speeds  past  the  entrance,  two 
of  his  friends  run  down  the  steps  yelling  for 
him  to  stop.  He  ignores  their  calls  and 
pushes  down  harder  on  the  accelerator.  He’s 
heading  home.  He  doesn’t  make  it.  A large 
tree  gets  in  his  way.  He  arrives  at  a hospital 
with  his  back  broken.  He’s  paralyzed  from 
the  waist  down. 

Since  the  accident  hap- 
pened while  he  was  on  active 
duty,  will  the  Army  take  care 
of  him  financially?  That  de- 
pends on  the  line  of  duty  de- 
termination, or  the  LOD. 

The  LOD  investigation  is 
the  means  of  determining 
who  gets  pay  and  benefits, 
and  who  doesn’t,  as  the  result  of  an  injury, 
disease,  or  death.  It’s  not  an  Army  “Catch- 
22;”  it’s  a federal  law.  AR  600-33,  “Line  of 
Duty  Investigations”  contains  guidance  for 
making  these  determinations. 

Unfortunately,  many  soldiers  and  their  fam- 
ilies wrongly  believe  that  pay,  medical  care, 
and  benefits  for  survivors  will  continue  un- 
less the  injury,  disease  or  death  happens 
while  the  soldier  is  absent  without  leave  or  in 
a deserter  status. 

The  law  does  hold  that  soldiers  who  are 
AWOL  or  deserter  are  not  eligible  for  “in  the 
line  of  duty”  status.  But  there’s  another  part 
of  the  law  soldiers  and  their  families  don’t 
seem  to  know  very  much  about.  That’s  the 
part  that  says  the  “in  the  line  of  duty”  status 


is  not  met  if  the  injury,  disease,  or  death  is 
the  result  of  the  soldier’s  intentional  miscon- 
duct or  willful  negligence. 

There  are  several  situations  in  which  a find- 
ing of  “not  in  the  line  of  duty”  can  be 
reached.  One  of  the  more  common  examples 
involves  alcohol  or  drug-related  injuries. 
Blood-alcohol  test,  done  as  part  of  a routine 
investigation  of  an  automobile  accident,  can 
be  considered  evidence  which  may  support  a 
finding  of  “not  in  the  line  of 
duty.” 

Another  example  would  be 
injuries,  or  death,  as  the  re- 
sult of  a fight.  If  a soldier 
participates  in  a fight,  it 
may  result  in  the  loss  of  pay 
and  benefits,  in  addition  to 
punishment  under  Article 
15  or  court  martial.  Also, 
seeking  a “thrill,”  acting  as  a “daredevil,”  or 
being  involved  in  any  other  activity  that 
shows  disregard  for  personal  safety  could  re- 
sult in  a “not  in  the  line  of  duty”  finding. 

In  cases  involving  injury,  soldiers  may  not 
get  paid  for  time  lost  from  duty  and  might 
have  to  reimburse  the  government  for  the 
cost  of  medical  treatment.  If  the  injury  is  se- 
rious enough  to  make  the  soldier  unfit  for 
continued  military  service,  the  soldier  will  be 
discharged.  Here,  the  soldier  may  lose  rights 
to  disability  pay  or  pension,  or  for  Veterans 
Administration  benefits  relating  to  the  injury. 
In  death  cases,  the  next  of  kin  may  be  denied 
VA  survivors’  benefits. 

John  Bogle,  USAREC  Safety  Office 


Findings  of  " not  in 
the  line  of  duty ” may 
include  alcohol  or 
drug-related  injuries. 
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Military  tops  confidence  poll 

A recent  Harris  poll  Indicates  that  public  confi- 
dence in  military  leadership  has  increased  seven 
percentage  points.  This  is  a 27 -year  high,  with  a 
57  percent  approval  rating  since  last  year’s  poll. 
Pollsters  attribute  the  upswing  to  the  military's 
successes  in  Operations  Desert  Storm  and  Re- 
store Hope  and  to  military  involvement  in  the  Hur- 
ricane Andrew  relief  effort.  The  second  highest 
confidence  vote  in  the  poll  went  to  the  Supreme 
Court,  which  trailed  the  military  with  an  approval 
rating  of  26  percent. 
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Kids  trust  the 

A 

Some 

Not 

Not 

information  from: 

great 

deal 

what 

at 

all 

sure 

Parents 

75% 

22% 

3% 

0 

Teachers 

55% 

39% 

5% 

1% 

Religious  leaders 

40% 

43% 

16% 

1% 

Friends 

38% 

55% 

7% 

0 

News  from 
newspapers  and 
network  news 

38% 

53% 

9% 

0 

News  from  MTV 

13% 

47% 

36% 

4% 

Business  leaders 

13% 

65% 

19% 

3% 

Politicians 

6% 

53% 

40% 

1% 

Advertisers 

5% 

51% 

44% 

0 

Source:  Youth  Market  ALERT  Vol  V,  No  8 


Questions  or  comments?  Contact  Sandy  Ramos,  1-800- 
223-3735,  extension  4-0776. 


Mother  knows  best 

Children  respect  their  parents’  views,  especially 
Mom’s.  When  asked  about  1 1 subjects,  large 
numbers  of  children  age  8-17  say  the  opinion  of 
both  parents  is  important.  But  when  children 
mention  only  one  parent  as  a source  of  advice, 
they  are  two  to  seven  times  more  likely  to  cite 
their  mothers’  opinions  than  their  fathers’  as  the 
one  that  matters  most  to  them  in  all  1 1 areas. 

In  a marked  change  from  the  attitudes  held  by 
their  parents  in  the  1960s  and  1970s,  kids  today 
often  consider  their  parents  to  be  the  best  source 
of  advice  for  them. 

Source  Research  ALERT  9/3/93 

Human  capital  deficit 

The  U.S.  Department  of  Labor  estimates  that 
75  percent  of  new  workers  have  limited  verbal 
and  writing  skills,  but  only  40  percent  of  new 
jobs  are  open  to  people  with  these  limited  skills, 
according  to  the  National  League  of  Cities.  With 
60  percent  of  new  jobs  requiring  more  advanced 
skills  and  only  25  percent  of  new  workers  having 
the  requisite  skills,  the  training  and  retraining 
problem  becomes  staggering  — as  many  as  50 
million  workers  will  need  training  in  the  next  de- 
cade. The  future  brings  small  hope  for  the  quality 
of  the  U.S.  workforce,  as  21  percent  of  the 
nation’s  children  three  years  or  younger  and  one- 
fifth  of  all  children  under  18  live  in  poverty.  Most 
discouragingly,  the  rate  of  poverty  among  chil- 
dren in  the  U.S.  increased  between  1980  (18.3 
percent)  and  1990  (20.6  percent). 

Source:  Research  ALERT  9/3/93 


Important  reasons  to  consider  enlistment 

males 

Percent  Very  or  Somewhat  Important 

ioo  - 


Money  For  College  Bonus  Self  Improvement 

Trade/Skill  Steady/Secure  Job 


■ Age  12-15  S Age  16-17  m Age  18-19 
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Hot  messages 

RECUSAR  Message  93-067, 
part  III,  subject:  Security 
Clearance  Requirement  for 

MOS  96B,  changed  qualifica- 
tions requirements  for  MOS 
96B.  Individuals  who  have  en- 
listed or  plan  to  enlist  must 
now  qualify  for  a top  secret 
clearance. 

RECUSAR  Message  93-065, 

subject:  Implementation  of 
Enlistment  Incentive  Contin- 
gency Plan  (USAR),  HQDA 

notified  USAREC,  effective 
1 Oct  93,  all  applicants  who  en- 
list in  the  Army  Reserve  will 
have  an  addendum  prepared 
and  signed  stating  that  the  ap- 
plicant understands  that 
various  Army  enlistment  incen- 
tives, such  as  Enlistment 
Bonus,  Reenlistment  Bonus, 
Affiliation  Bonus  and  Health 
Professional  Loan  Repayment 
Program,  must  be  approved  by 
Congress. 

This  approval  requires  con- 
gressional authorization  and 
funding.  The  authorization  for 
Selected  Reserve  Incentive  Pro- 
gram expired  on  30  Sep  93. 
Congress  is  considering  renew- 
ing this  authorization.  The 
authorization  may  be  retroac- 
tive, may  start  when  enacted, 
or  may  not  be  enacted. 

RECUSAR  Message  93-067, 
part  II,  subject:  Revised  CY  94 
Selected  Reserve  Incentive 
Program  (SRIP),  provided  the 
announced  CY  94  MOS  list  for 
Cash  Bonus  and  Student  Loan 
Repayment  Program  (SLRP). 

Eligible  Skills  for  Enlist- 
ment Bonus  $1,500  and  En- 
listment SLRP  ($10,000): 

12B,  12C,  13B,  18B,  18C, 

18D,  18E,  29V,  3 IF,  31L,  31M, 
31U,  33T,  37F,  38A,  42D,  43E, 
43M,  45D,  45E,  45K,  46R, 

51B,  51G,  52C,  52F,  52G, 

54B,  55B,  55R,  57E,  57F,  62F, 
62G,  62H,  62J,  63D,  63E,  63J, 
63S,  63T,  63Y,  67T,  68D,  68G, 
68H,  68Q,  68X,  7 1C,  75C, 


75D,  75E,  76J,  77F,  8 IB,  81Q, 
82B,  88H,  88K,  88L,  88Q,  88V, 
88W,  91C,  91D,  91L,  91M, 
91Q,  9 IS,  9 IT,  96D,  96H, 

97B,  97E,  97G,  98H. 


The  $10,000  SLRP  will  con- 
tinue to  be  offered  to  those  in- 
dividuals who  enlist  or  reenlist 
in  a unit  that  offers  a unit 
bonus  displayed  on  USAR  RE- 
QUEST or  an  MOS  that  ap- 
pears on  the  HQDA  Critical 
Skill  List.  An  applicant  must 
meet  all  requirements  of  AR 
135-7  to  be  eligible  for  SLRP. 

Eligible  Skills  for  SLRP 
($20,000)  Enlistment:  18B, 
18C,  18D,  18E,  3 IF,  38A,  91C, 
91L,  97B,  97E,  98G. 

The  $20,000  SLRP  will  be 
based  on  the  HQDA  Critical 
Skill  List.  All  but  98G  on  the 
MOS  list  for  the  $20,000  SLRP 
is  also  on  the  $10,000  list  due 
to  the  MOS  being  eligible  for 
the  Skills  Enlistment  Bonus. 
Applicants  must  meet  all  re- 
quirements of  AR  135-7  to  be 
eligible  for  the  SLRP. 

Eligible  Skills  for  Prior  Ser- 
vice Enlistment  Bonus:  18B, 
18C,  18D,  18E,  18F,  25R,  29V, 
3 IF,  38A,  45E,  51G,  52G, 

62H,  63E,  68H,  68X,  7 IE, 

88V,  91C,  91L,  9 IT,  91V,  97E, 
97G,  98G,  98H. 

The  Prior  Service  Enlistment 
Bonus  (PSEB)  will  not  be  of- 
fered to  individuals  unless  they 
meet  all  requirements  in  AR 
135-7.  They  must  also  be 
projected  to  occupy  a specialty 


(valid  vacancy  on  REQUEST), 
which  they  successfully  served 
while  on  active  duty  and  were 
MOS  qualified  at  the  ap- 
propriate skill  level.  In- 
dividuals enlisting  for  the  PST, 
STARR,  and  Drill  Sergeant  Pro- 
gram are  not  authorized  to 
receive  incentives  under  PSEB. 

REQUEST  is  the  authority 
for  a unit  to  receive  a bonus.  If 
REQUEST  does  not  register  the 
vacancy  as  bonus  eligible,  a 
bonus  cannot  be  paid.  The 
HQDA  Critical  Skill  List  is  the 
authority  for  a MOS  Bonus. 

The  U.  S.  Army  Reserve  Com- 
mand (USARC)  has  the  respon- 
sibility to  load  and  update  the 
REQUEST  for  eligible  unit 
bonus.  It  is  verified  weekly. 
HQDA  will  publish  changes  to 
the  MOS  Bonus  List  as  needed. 

RECUSAR  Message  93-064, 
part  I,  subject:  29V1  MOS  Con- 
version, effective  1 Oct  93, 

MOS  29V 1 is  converted  to 
MOS  31  PI.  There  is  no  change 
in  course  length,  MOS 
qualifications,  or  class  dates. 

Be  on  the  lookout 

There  have  been  recent  chan- 
ges to  the  processing  of  In- 
dividual Ready  Reserve 
Transfers.  Contact  your  bat- 
talion operations  for  all  the 
details. 


Questions  and  comments 

If  you  have  a question  or  idea 
you  want  to  share  with  others, 
write  us.  Please  be  as  detailed 
as  possible. 

Send  mail  to: 

Commander,  USAREC 
Director,  Reserve  Affairs 
ATTN:  RCRC-PPS-TIPS 
Fort  Knox,  KY  40121 

The  point  of  contact  is  MSG 
Leonard  Himikel  1-800-223- 
3735,  extension  4-0873 
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Salutes 


Gold  Badges 


ALBANY 

SGT  Stephen  J.  McFee 
SGT  Paul  A.  Carroll 
SSG  Richard  T.  Mahon 
SSG  Kenneth  R.  Gill 
SFC  Merrie  Munroe 
SSG  Ricardo  C.  Medeiros 

ALBUQUERQUE 

SSG  Joseph  Rodriguez 
SSG  Timothy  W.  Grant 
SSG  Rick  A.  Montano 
SGT  Ernesto  Perales 

ATLANTA 

SFC  Diana  L.  Connell 
SSG  Stanley  L.  O’Quinn 

BALTIMORE 

SFC  Charles  J.  Brown 
SSG  Clarence  Grant 
SGT  John  C.  Mullaney 

COLUMBIA 

SSG  Guy  A.  Britnell 
SSG  Christopher  McKnight 
SSG  Michael  Harrison 

DES  MOINES 

SSG  David  L.  Chamness 
SSG  Brian  L.  O’Brien 

GREAT  LAKES 

SGT  Rayford  C.  Crowder 
SSG  Norman  Curry 

HARRISBURG 

SSG  Ronald  O.  Heatley  Jr. 
SSG  Jeffrey  M.  Lepak 
SSG  Mark  D.  Goes 
SSG  Michael  Barros 


LOS  ANGELES 

SSG  Eugene  A.  Presta 
SSG  Samuel  Ruiz 

MILWAUKEE 

SGT  Edwin  Arocho 
SGT  Jeffrey  Struble 
SGT  James  C.  Rucker 

MINNEAPOLIS 

SGT  David  J.  Farver 
SSG  Charles  L.  Gearhart 
SGT  John  R.  Dahl 

MONTGOMERY 

SSG  Dantha  F.  Stallings 
SSG  John  J.  Billiot 
SSG  Libby  A.  Marshall 

NEW  ORLEANS 

SSG  John  Smith 
SSG  Danny  R.  Dawson 
SGT  Emmett  Tillery 


OKLAHOMA  CITY 

SGT  Ronald  D.  Rhea 
SSG  Bryan  G.  Sheehan 
SSG  Randall  S.  Waterbury 
SSG  Trent  M.  Coburn 
SSG  Harold  D.  Harden 

PHOENIX 

SFC  Homer  C.  Rosenbaum 
SSG  Keith  Tyler 

PITTSBURGH 

SSG  William  C.  Bowman 
SSG  William  Bouyoucas 
SGT  William  J.  Zinn 
SGT  Donald  D.  Copley 
SSG  William  Pearce 

PORTLAND 

SSG  Christopher  D.  Wokal 

RALEIGH 

SSG  Margaret  Furman 
SSG  Jesse  Thrower 
SGT  Esperanza  Wilson- 
Richardson 
SGT  Calvin  L.  Turner 
SGT  James  P.  Knott 
SSG  Terry  Banks 

SACRAMENTO 

SSG  Gary  Yeatts 

SAN  ANTONIO 

SSG  Arthur  J.  McDonald 

SYRACUSE 

SFC  Anthony  C.  Pugh 
SSG  John  W.  Sweeney 

TAMPA 

SSG  Levi  Bennett 
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Salutes 


Rings 


ALBANY 
SFC  Glenn  P.  Mattson 
ALBUQUERQUE 
SFC  Socorro  W.  Haynes 

ATLANTA 

SSG  Gregory  Dooley 
SSG  Torrey  T.  Collins 

BALTIMORE 

SFC  Randy  D.  Robinson 
SSG  Perry  Curenton  Jr. 
SSG  David  A.  Jacobson 
SFC  Milton  E.  Payne 

BECKLEY 

SFC  Lucian  C.  Adkins 
BRUNSWICK 
SSG  Charles  Hagmaier 
CHICAGO 
SFC  Melvin  L.  Seaton 
CLEVELAND 
SFC  Donald  J.  Knopp 
SFC  Donald  D.  Lenhart 
SFC  Gerard  B.  Michalak 

COLUMBIA 

SGT  Joseph  Blando 
COLUMBUS 
SFC  Ernest  Burson 
SSG  Curtis  Hampton 
SSG  David  Brown 

DALLAS 

SFC  Jonathan  L.  Malone  Jr. 
SSG  Francisco  J.  Ruiz  Jr. 
SFC  William  G.  McNelis  II 
SSG  Javier  Ortiz 
SSG  Brian  H.  Carroll 


DENVER 

SFC  Charles  D.  Eggers 

DES  MOINES 

SSG  Eugene  R.  Myers 
SFC  Keith  M.  Hagen 

GREAT  LAKES 

SFC  John  C.  Spears 


HARRISBURG 

SSG  Lisa  M.  Horseman 
1SG  Richard  O.  Rose 

INDIANAPOLIS 

SSG  Brian  L.  Wignali 
LOS  ANGELES 
SSG  Carlos  A.  Bonilla 
SSG  Edward  D.  Small 
SFC  Derrick  J.  Simpson 


MILWAUKEE 

SFC  Keith  W.  Pearson 
MONTGOMERY 
SGT  Kenneth  B.  Montgomery 
OKLAHOMA  CITY 
SFC  Victoria  L.  Sohn 
PHILADELPHIA 
MSG  Allen  C.  Wines 
PHOENIX 
SFC  Richard  R.  Liedtke 
SFC  Darlene  G.  Conner 
SFC  Robert  L.  Canning  Jr. 
SFC  Patrick  M.  Rohrberg 
SFC  John  J.  Lowndes 
SFC  Charles  T.  House  Jr. 

PITTSBURGH 

SFC  Johnny  E.  Frambo 

RALEIGH 

SSG  Luther  Scott  Jr. 

ST.  LOUIS 

SGT  Peter  M.  Claspell 
SGT  Christian  Baker 
SSG  Larry  Livingston 
SFC  William  S.  Douglas 
SFC  Carol  A.  Feldhaus 

SALT  LAKE  CITY 

SFC  Daniel  M.  Czech 
SFC  Robert  G.  Sprenger 
SSG  Roland  L.  Miller  Jr. 

SAN  ANTONIO 

SSG  Lawrence  L.  Williams 
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Answers  to  the  Test 


RSC  Schedule 


RSM  November  1993 

Cinema  Van 

ALBANY,  12  - 29  Nov 
BALTIMORE,  22  - 29  Nov 
COLUMBIA,  26  Oct  - 12  Nov 
DALLAS,  26  Oct -5  Nov 
DENVER,  26  Oct  - 5 Nov 
LOS  ANGELES,  12  - 26  Nov 
MONTGOMERY,  16  - 26  Nov 
NASHVILLE,  8 -26  Nov 
NEW  ORLEANS,  26  Oct  - 5 Nov 
PORTLAND,  9 - 26  Nov 
RALEIGH,  28  Oct  - 19  Nov 
SACRAMENTO,  27  Oct  - 10  Nov 
SAN  ANTONIO,  8 - 26  Nov 
SYRACUSE,  28  Oct  - 8 Nov 

Cinema  Pods 

ALBANY,  26  - 29  Oct 
ALBUQUERQUE,  15-26  Nov 
ATLANTA,  15 -20  Nov 
BRUNSWICK,  26  Oct  - 4 Nov 
CHICAGO,  16  - 29  Nov 
COLUMBIA,  22  - 29  Nov 
HARRISBURG,  1 - 28  Nov 
HOUSTON,  26  - 29  Oct 
KANSAS  CITY,  2 - 29  Nov 
LANSING,  26  Oct  - 26  Nov 
MIAMI,  26  Oct  - 12  Nov 
NEW  YORK,  8 - 19  Nov 
OKLAHOMA  CITY,  26  Oct  - 12  Nov 
PHILADELPHIA,  22  - 29  Nov 
PHOENIX,  27  Oct  - 19  Nov 
SACRAMENTO,  23  - 29  Nov 
TAMPA,  26  Oct  - 12  Nov 

Army  Adventure  Van 

ATLANTA,  30  Oct  - 12  Nov 
JACKSONVILLE,  14  - 28  Nov 
RSM  December  1993 
Cinema  Vans 
ALBANY,  30  Nov  - 17  Dec 
BALTIMORE,  30  Nov  - 17  Dec 
HOUSTON,  30  Nov  - 17  Dec 
INDIANAPOLIS,  30  Nov  - 17  Dec 
JACKSON,  30  Nov  - 17  Dec 
MIAMI,  30  Nov  - 17  Dec 
SANTA  ANA,  29  Nov  - 17  Dec 
SEATTLE,  30  Nov  - 17  Dec 


1.  B,  AR  601-210,  Ch  4,  Table  4-2,  Line  W 

2.  B,  AR  601-210,  Ch  3,  Table  3-1,  Rule  K 

3.  C,  UR  601-96,  App  P,  para  P-3(a) 

4.  C,  UR  601-96,  App  C,  para  C-3(a)1 

5.  A,  UR  350-7,  App  C,  para  C-3(c) 

6.  B,  UR  350-7,  App  H,  para  H-2(d) 

7.  B,  UR  350-4,  Ch  2,  para  2-12e(1) 

8.  C,  UR  600-22,  para  5(d) 

9.  A,  UR  350-6,  App  F 

10.  B,  UR  350-6,  App  C,  C-1 

11.  C,  AR  601-210,  Ch  4,  table  4-1,  line  aa 

12.  D,  UR  350-6,  Ch  2,  para  2-4 

13.  A,  UR  350-7,  para  7-6(a) 

14.  B,  UR  350-7,  Ch  6,  para  6-1 2(a) 

15.  C,  UR  350-7,  Ch  4,  para  4-13 


The  REAL  Answers  to 
Last  Month’s  Test 

Oops!  Due  to  gross  human  error,  all  answers 
were  recorded  as  “A."  Below  are  the  real  answers. 
Sorry! 

1.  D,  UR  1-18,  table  2 

2.  C,  UR  1-18,  figure  1 

3.  B,  UR  55-2,  para  12-f 

4.  C,  UR  611-4,  para  7(5) 

5.  D,  UR  621-2,  para  2-2g(5) 

6.  C,  UR  350-6,  Sec  IV,  para  3-10a,b 

7.  D,  UR  350-6,  Sec  V,  para  3-1 5b 

8.  B,  UR  350-6,  Appendix  F 

9.  C,  UR  601-56 

10.  C,  UR  601-56,  para  1-8(2) 

11.  B,  UP  350-7,  figure  1-1 

12.  A,  UP  350-7,  para  3-2a(1),(2) 

13.  D,  UP  350-7,  para  6-4a 

14.  A,  AR  601-210,  Chapter  2,  rule  B-1(2) 

15.  B,  UR  601-37,  para  11-6(3) 

16.  A,  UR  601-37,  para  2-8(i) 
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A cartographer  updating  a 
topographic  map  for  field  use 


Get  in  on  the  Army’s  skill  training  and  get  a head  start  on  your  civilian  career. 


ARMY.  BE  ALL  YOU  CAN  BE 


